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IN THIS INSPECTION, one of many tests, the 
girl is checking the overall length, accuracy 
of base pins, and strength of bases of G-E 
MAZDA F lamps. 


RACK UPON RACK, G-E MAZDA F lamps 
burn day and night in General Electric’s Lab- 
oratory. These life tests hel 


’ p assure the in- 
creasingly high standards set by G-E Research. 
















THIS MACHINE tests the brightness of the flu- 
orescent powders used in G-E MAZDA F 
lamps ...an important factor in making these ——— photometer—a giant “electric eye 
lamps stay brighter longer. that measures light output. 


HERE a skilled laboratory technician places a 
100 watt G-E MAZDA F lamp in an 80-inch 


” 
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FROM THE TINY 6 WATT TO THE GIANT 100 WATT 
there’s a complete line of GE MAZDA F lamps. 





G-E MAZDA “Ff” LAMPS are recommended for 
use only with equipment providing good power 
factor, such as Fleur-O-Liers or RLM Industrial 
fixtures. The label shown here identifies Fleur-O- 
Lier fixtures, made by over 35 experienced manu- 
facturers. 











TIMES 
and TRENDS 








DECEMBER 1940 


Cooperation Representatives of thirteen national 


associations ef wholesalers met last month with Harriet 
lliott, consumer member of the National Defense 
\dvisory Board, government economists and represen- 
tatives of various federal agencies. 

Chiei topics of discussions: Price increases and inven- 
tories. Wholesalers were warned that it is their respon- 
sibility to “watch cost and profit margins to avoid un- 
warranted increases and a skyrocketing rise in prices’, 
but it was stressed that goods must be kept moving into 
civilian, as well as military, channels although disloca- 
tions of the entire wholesaling structure should be 
avoided. 

Substantially those are warnings that we have 
sounded periodically in \WHOLESALER’S SALESMAN 
since October, 1939, but this conference at Washington 
adds weight to our pleas pLUs the fact that now these 
warnings come from sources that are in position to force 
attention—and compliance. 

Most important is that, in calling this conference, the 
government substantially acknowledges wholesaling as 
an essential industry and, as such, being directly in- 
volved in its program for total defense. 

The value of this recognition will become more ap- 
parent as time rolls on, but every wholesaler must 
remember that this status can be preserved only through 
fullest and honest cooperation with every agency that is 
now, or may hereafter, be involved in keeping the 
defense program moving along swiftly and on an even 
keel. 
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Christmas Clubs Starting on December 2nd, 


4,800 banks and other institutions will distribute $365,- 
000,000 to more than 7,500,000 members who have 
saved through the year so that they might get their 
principal back with interest in one big lump sum. 

Only 32 per cent of those Christmas club members 
use the money for gifts, the rest will pay off taxes, 
interest on mortgages, improvements to their homes, 
insurance premiums, other obligations that are not 
easily met out of the regular pay check. 

It is not too late for wholesalers and their salesmen to 
pep up their dealers so that they will go after a slice of 
that 365 million dollar pie by appropriate promotions, 
displays and advertising. 
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Momentum Active production applying to defense 


orders is barely under way, and most of the materials 
involved are still more or less in the blue print stage, but 
the electrical industry is already feeling the effects, and 
reflects them in imposing figures. 

Reports of the National Electrical Manufacturers As- 
sociation show sales volume of various products up 
from 15.8 to 51.4 per cent, with motors and generators 


1 


scoring the highest increase. General Electric's 1940 


sales are expected to top all previous records. Westing 


house reports orders for over $93,000,000 on hand for 
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| BLASTS ROCK 
3 FACTORIES: 
SCORE KILLED 





Sect Exprosion-Proor Fittings Now! 
Complete APPLETON Line... 


Helps You Get Bigger Share of Defense Billions 


High-pressure production, all along to insure smoothness and freedom 


Type “FSQX” 
Explosion - Proof 
Interlocking 
Type Safety 
Switch and 
Type “FP” Plug 


Type “ARTC” 
Seal-Line 
Explosion - Proof 
Circuit Breaking 
Switch Unilet 


Type “EVA” 
Pendent Type 
» Explosion -Proof 
Lighting Fixture 
— Also made in 
Ceiling and 
Bracket Types 
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the line, re-emphasizes the vital impor- 
tance to industry and to the safety of 
America of every precaution against 
the hazard of explosion! 

There’s profitable business for your 
customers in a thorough sales canvass 
of hazardous locations. Suggest that 
they point out the explosion hazards, 
figure the nominal cost of new, safe 
installations, using Appleton Explo- 
sion-Proof Fittings, and that they co- 
operate with underwriters 


from holes, blemishes, and gating 
marks. All fittings are tested on the 
basis of a high safety factor as pre- 
scribed by Underwriters’ Laboratories 
and are capable of withstanding high 
internal pressure of explosions. They 
are neat and compact, yet are so skill- 
fully designed that openings are 
roomy, with ample space for wiring 
or splicing. 

The Appleton line is complete— 
the proper Explosion- 





to estimate insurance pre- 
mium reductions. 
Appleton Explosion- 
Proof Fittings have the 
same quality character- 
istics that mark the entire 
Appleton line. Cast of 
malleable iron in our own 
foundries where every op- 
eration is closely guarded 





The name “Appleton,”’ 
the registered trade- 
mark,*Unilets,” or the 
famous circle-A Apple- 
ton trade-mark shown 
above, appears onevery 
Appleton fitting. We 
manufacture no private 
brand goods! 


Proof Fitting for every 
regular, and many special, 
requirements. Appleton 
stocks are complete—serv- 
ice is fast and dependable. 
You can build good will, 
and make bigger sales and 
profits for your house by 
pushing Appleton fittings 
on every order. 








APPLETON ELECTRIC COMPANY 


1734 WELLINGTON AVENUE 


CHICAGO, ILLINOIS 


Branch Offices: NEW YORK, 76 Ninth Avenue * DETROIT, 7310 Woodward Avenue 
CLEVELAND, Keith Building * SAN FRANCISCO, 655 Minna Street * ST. LOUIS, 420 Frisco Bldg 
LOS ANGELES, 100 North Santa Fe Avenue * ATLANTA, 203 Luckie Street, N.W. © MINNEAPOLIS, 305 Fifth Street, S. 


Resident Representatives: Baltimore, Birmingham, Boston, Cincinnati, Dallas, Denver 
Kansas City, Milwaukee, New Haven, New Orleans, Philadelphia, Pittsburgh, Seattle 


APPLETON 


Conduit Fittings *« Outlet and Switch Boxes « Explosion-Proof Fittings ¢ Reelites 
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national defense alone, while other important manufac- 
turers are enjoying similarly impressive improvement. 

Sales reports from 327 electrical wholesalers reflect an 
increase of 16.8 per cent for the first 9 months of 1940, 
as compared with the same period of 1939, this showing 
that right now the wholesaling branch is keeping step 
with the leaders. 
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Rural Markets There is good business in sight 


for wholesalers who draw an important part of their 
business from rural areas. 

Government forecasts are that farm income for 1941 
will exceed NINE BILLION DOLLARS, the largest since 
1929. Right now, soil conservation checks are 
almost clogging the mails in some sections, while in 
others, parity payment checks are making the farmers’ 
pockets bulge with extra cash. 

It’s a sure bet that the farmers’ wives are going to 
have something to say about how those extra dollars are 
to be spent and that means that extra wiring in the 
house, washing machines, electric pumps, appliances will 
be found near the top of her list. 

Here’s hoping that this word will be sufficient—to 
the wise wholesaler’s salesman. 
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, : 
Confidence Results of the drug industry’s Third 
Nationally Advertised Brands Week, just reported by 
Drug Trade News constitute eloquent proof that adver- 
tising builds confidence, and confidence builds business. 

The 290 drug wholesalers who cooperated actively in 
this effort chalked up an increase of 11.4 per cent in 
sales on 109 advertised items, while the cash registers 
of the 41,217 dealers who participated in this gold rush 
rang up a tune that meant $4,008,000 in pLus sales. 

Whether it be drugs, or electrical materials, or appli- 
ances, the buyers are all human beings, and being that, 
they will buy readily and with confidence those products 
that command and justify their confidence. 





New Features Our editorial program for 1941 


will introduce new features that are designed to im- 
prove further the service rendered to our readers, while 
also meeting the specific needs of the period ahead. 

Most important of our new offerings, is a Monthly 
Susiness Index of Electrical Wholesaling. To provide 
this, we have enlisted the cooperation of the U. S. 
Department of Commerce, and have underwritten a 
service that will be rendered by the Bureau of Foreign 
and Domestic Commerce and the Bureau of the Census. 

That index will show in comparative percentages the 
monthly sales and inventories, not only for the whole 
country but also break-downs for the 22 major regional 
operating territories, so that every wholesaler, salesman 
or manufacturer will be able to make comparisons of 
his own performance with that of the whole territory. 

Already nearly 400 electrical wholesalers are con- 
tributing their figures each month, and, as the value 
of this index will grow with each additional participant. 
we plead for the complete and continuous cooperation of 
every wholesaler who receives a request from the De- 
partment of Commerce. 

Peculiarly geared to the needs of the moment, is a 
series of articles written expressly for those whole- 
salers’ salesmen who are already, or wish to plan on 
cultivating industrial accounts and the business of 
industrial contractors. 

With defense orders holding the spotlight in prac- 
tically every field, and business in practically every line 
finding itself more and more linked directly or indirectly 
with certain government activities, we plan to have the 
occasional paragraphs carried in this department under 
the heading “Washington Straws” blossom forth as a 
full-fledged feature. 

Under that banner we shall carry a page or more of 
short snappy paragraphs, reports or comments on mat- 
ters that are believed to be of interest, or important, to 
our readers. 
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MERRY CHRISTMAS and a HAPPY, 
HEALTHY and PROSPEROUS NEW YEAR 
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TAKE 38 SECONDS AND READ 
THIS SIGNIFICANT LETTER “2 


- These thoughtful words tell why HYGRADE 
"THUR $5 FLUORESCENT offers you the biggest 
™ 7 profit opportunity in lighting today! 


Nove 
Zber 
2. 

end, 1940 


COMMERCIAL 
MIRALUME HF- 
201: 200-watt unit: 
4 40-watt lamps; ap- 
proximatelength 50”. 


Offer to test Hygrade Fluorescent Lamps against any 
other lamps in any fixture. Tape over the maker’s 
name on both sets of lamps. Then let the customer 
make his own choice! 


INDUSTR 

MIRALUME 

100: 2 40-watt 
lamps. Approx, 
length 54”. No 
nuts or bolts in 
reflector surface. 


” Fiereccenit al tt Zoned 
Lamp FAaGE Miralumes 


Hygrade Sylvania Corp., Est. 1901. Makers of Hygrade Incandescent Lamps and Sylvania Radio Tubes 


Bisitin— 





Copyright 1940, Hygrade Sylvania Corp, 
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BOARD OF EXPERTS at the First National Adequate Wiring Conference 


do a take-off on “Information Please”. 


Seated at the table answering the 


many questions fired at them by the audience were (Il. to r.) Messrs. Ritt, 
Osborne, Kessler, Bender, Falk and Fife. (Photo courtesy of Dick Osgood, 


The Okonite Co.) 





hicago A/W Conference 
Draws Active Attendance 


Details of methods for selling Adequate Wiring feature 


of all-day meeting. Five successful promotion plans ex- 


plained to the 100 


()° THE 12th of last month, 100 in- 
dustry representatives gathered in 
Chicago’s Palmer House to develop 
sales slants showing how adequate 
wiring aids the building owner and 
manager by 1) holding tenants; 2) 
making it easier to lease space; 3) in- 
creasing occupancy of the building; 
4) allowing owner to meet competition. 
Also, of course, these men discussed 
means tor convincing home owners 
that adequate wiring brings more com- 
fortable living; assures specified oper- 
ating efficiencies of appliances and 


representatives attending session 


lighting equipment used in the hone 

The conference was opened by O. | 
Small, secretary of the National Bu- 
reau, who emphasized that success of 
four earlier regional meetings had re 
sulted in the national gathering. Con 
ference Chairman A. H. Kessler intro 
duced the speakers who presented case 
histories of five successful plans for 
promoting A/W. 

W. A. Ritt, secretary-manager of 
the North Central Associated Electri 
cal Industries, discussed the Minne 
sota plan, which centers around the 
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electrical contractor as key mai \ 
lirect mail campaign has led the ad 
vertising effort in that state. Mr. Ritt 
said that by the end of the year, 60 
homes will have been certified, 600 
thers will have much better wiring 
than if there had been no A/W effort. 

lhe Chattanooga plan was reviewed 
by C. B. Osborne, manager, Sales De- 
partment, Electric Power Board. This 
method ties-in A/W with all other 
promotions. Such mediums as demon 
stration homes, sign boards, radio and 
newspaper advertising are used to tell 
the Adequate Wiring story. Up to 
November 12, the Chattanooga League 
had certified 109 homes, with 220 
others nearly meeting the certification 
standard. 

The Spokane program, described by 
Homer C. Bender, Washington Water 
Power Co., is a cooperative effort in- 
‘luding builders, retailers, banks and 
lumber dealers as well as electrical 
contractors, wholesalers, power met 
During a six month period the group 
has run 26,000 lines of newspaper 
advertising and received 22,000 lines 
4§ publicity. In that area, 120 certifi- 
cation jobs have been completed, 
ital of 267 plans prepared. 

L. A. Falk, Wisconsin Power & 
Light Co., told what they are doing 
about promoting better wiring in that 
state. With the help of charts and 
yrops, he has told the A/W? story 
o many service clubs and consumer 
groups throughout that territory. His 
story takes the slant that the rapid 
increase in lighting and use of appli 
ances have caused inadequate wiring 
He also explains what voltage drop 
ictually costs in lowered operating 
efficiencies. 

The West Penn plan was explain 
by C. M. Fife, West Penn Power Co 
Operating in a territory covering 8,700 
square miles, the Electric Home Bu- 
reau is divided into 6 divisions and 
35 districts. The plan embraces train 


1 
t 
+ 
Lf 


ing of employees, preparation of lay- 
outs, inspection and certification of 
homes (Red Seal), posters for con- 
tractors, talks and films on wiring, 
demonstrators, advertising, displays, 
demonstration homes, etc. Certifica- 
tions have increased from 44 in 1929 
to 444 1937, 1090 in 1939, an est! 


in t 
mated 1400 this vear 





Armored Cables 


For Safer and More 
Convenient Installation 


HAZARD ARMORED THERMOCABLE 


has heat-resisting rubber insulation on each con- 
ductor, colored for identification, and armored for 
mechanical protection. Insures positive operation 
of control apparatus for heating and air condition- 
ing systems and units. 


HAZARD ARMORED CABLE, TYPE AC 


has a flame-resisting, moisture-proof paper sheath 
between the conductors and spiral interlocked 
steel armor. A ripcord beneath the paper facilitates 
installation. The insulating bushing is inserted at 
cut ends over paper sheath. 


HAZARD ARMORED GROUND WIRE 


with tinned copper conductor without insulation, 
armored for protection. The armor makes ground- 
ing assurance doubly sure. 


HAZARD FLEXIBLE STEEL CONDUIT 


is offered as a single unit. This strong but flexible 
conduit saves time and expense for short runs, 
or where many bends must be made. 


A complete line, stocked by Electri- 
cal Jobbers. Hazard Insulated Wire 
Works, a Division of The Okonite 


Co., offices in principal cities. 
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SALES MANAGER of the Electrical 
Division, H. B. Sherman Mfg. Co., 
Battle Creek, Mich. Before taking 
over this work, L. M. Stinchcomb 
traveled Michigan, Ohio, Indiana, 
northern Kentucky, western Pennsyl- 
vania and Chicago. In addition to his 
sales work, he has been vitally inter- 
ested in development engineering and 
sales promotion activities. 





Royal Appoints 


Further expanding its sales cover- 
age, Royal Electric Co., Pawtucket, 
R. I., manufacturer of fuses, cord sets, 
wire, tree light sets, and other items, 
has appointed two new representa- 
tives. I. W. Silverman, 1516 Fifth 
Ave., Pittsburgh, is covering western 
Pennsylvania and G. S. Spangler, 
618 Colorado Bldg., Denver, repre- 
sents Royal in Colorado, Wyoming, 
Montana, Idaho and Utah. 


Watco Moves 


CLEVELAND—In order to obtain 
greater production capacity, Watco 
Engineering, Inc. has taken a new 
factory location at 12435 Euclid. Gen- 
eral offices have also been moved to 
this address from the former loca- 
tion at Carnegie and 40th St., but 
the old quarters have been retained 
as a sales and display office. 


Coolidge and Crocker 
G.E. Vice Presidents 


The appointment of Dr. W. D. Cool- 
idge and Stuart M. Crocker as new 
General Electric vice-presidents has 
been announced by Charles E. Wilson, 
president of the company. 

Dr. Coolidge, who has been on the 
research staff since 1905, will continue 
as director of the research laboratory 





in Schenectady. Mr. Crocker will re- 
linquish his duties as manager of the 
air conditioning and commercial re- 
frigeration department at Bloomfield to 
make his headquarters in New York, 
where he will cooperate with and be 
assisted by all commercial departments 
in furthering the general interests of 
the company. 


RCA Reduces Tube 
Types From 36 To 31 


RCA’s Preferred Type Tube Pro- 
gram passed its first anniversary last 
month and it was announced that the 
number of receiving tube types in- 
cluded in the Program has been re- 
duced from 36 to 31, also that two 
other types have been replaced to coin- 
cide with today’s receiver design 
trends, 

The Program, launched by L. W. 
Teegarden, manager of the Tube and 
Equipment Division, was designed to 
standardize the use of tubes to a rela- 
tively few, which perform all the basic 
functions. Result is that higher quality 
can be attained and economies effected. 
The Program has been adopted by 19 
radio manufacturers and is directly 
beneficial to wholesalers and service- 
men. Mr. Teegarden said that cur- 
rently nearly three-quarters of all re- 
ceiving tubes made by RCA are 
concentrated in the preference list. 


To Style Appliances 


Manning Bowman and Company 
have engaged Murray and Scheiding, 
industrial designers, to style their elec- 
trical appliances and other products. 


Thomas and MacDonald 
Advanced by T&B 


George C. Thomas, Jr., has 
chosen to take over the duties of 
president and treasurer; N. J. Mac- 
Donald those of vice-president in 
charge of sales, of The Thomas & 
Betts Co., Elizabeth, N. J. 

When the Standard Electric Fittings 
Co. combined with Thomas & Betts, 
Mr. Thomas moved from the former 
company into the new connection, 
since then has held the positions of 
vice-president, general manager, and 
treasurer of The Thomas & Betts Co. 

Having joined T&B as a salesman 
in 1921, N. J. MacDonald has been 
made successively assistant sales man- 
ager, general sales manager, before 
moving to his present position as vice- 
president in charge of sales. 


been 
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NOW WITH Spang Chalfant, Inc. as 
manager of sales for conduit and 
standard pipe. Harry G. Morrow, 
former vice president and _ general 
sales manager of Central Tube Co., 
headquarters in the Grant Bldg., Pitts- 
burgh. The activities of Central Tube 
were discontinued last February and 
the accounts are now serviced by 


Spang Chalfant. 





Lightolier Issues 
New Sales Material 


Lightolier is distributing to its 
wholesalers and retailers a package of 
sales ammunition designed to help 
those outlets sell more lighting fix- 
tures and portable lamps. Main ele- 
ment in this package is an unusually 
attractive and _ beautifully printed 
“Style Book”. Between the two stiff 
covers are 100 pages of large illustra- 
tions and brief descriptions of Lighto- 
lier’s line of residential and commer- 
cial lighting equipment. 

Second element in the package is a 
24-page catalogue, titled “The Charm,” 
which is devoted entirely to lighting 
for the home. Besides giving product 
material, it tells the user what resi- 
dential illumination is all about. Valu- 
able feature is a page called “Selection 
Chart” which, when filled out with 
such material as Color of Walls and 
Woodwork (by room), Type of 
Home, Number of Ceiling Outlets, 
and so forth, provides the dealer with 
necessary background material to 
suggest suitable lighting. The third 
part of the package is a 32-page, well 
illustrated catalogue, concentrating on 
portable lamps. 


Lappin Buys Building 
MILWAUKEE—Lappin Electric C 
electrical wholesalers of this city, have 
purchased the three-story brick build- 
ing which they have leased and oc- 
cupied for the past three vears. Ad- 
dress is 1022 N, Fifth St. 
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ONLY 


Reming CAN FURNISH 





A KARDEX UMisible &. ystem 


of BUSINESS CONTROL 





eeteeceer 


"ehactiagriagire 
Saccaaciiiicii 
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OF ORDERS COMPLETE FROM STOCK 





EHIND the Appleton Electric Company's pledge of “Quick de- 
livery on standard or special items” stands a Kardex Stock Control 
System. 
Arthur I. Appleton recently told us: 


“The Kardex Visible Stock Control System covering 22.000 items has 
enabled us to balance our inventory by reducing over-stocked items and 
eliminating out-of-stock conditions that delay production. Wee manufac- 
ture over 12.000 finished goods items. Prior to the Kardex installation 
we were able to ship only 38% of customers’ orders complete from stock. 
Now we ship over 75% complete from stock! 

“The most pronounced advantage of your system is the ease and speed of 
analyzing current inventory conditions made possible by the Kardex 
(,RAPH-A-MATIC Signals.” 

Let Kardex go to work improving the soundness of your inventory 
conditions, bettering your customer service and saving you money 


by reducing clerical requirements and executive supervision. 


Remington Rand Inc. 
Buffalo, New York 
BRANCHES IN ALL PRINCIPAL CITIES 








Noiseless, Standard, Portable Typewriters . . . Adding, Calcul Bookk 


ve r 





ton Rand 


EVERY OFFICE NEED 


ing, Punched-Card 
Accounting Machines . . . Kardex Visible Systems, Record Protection, Filing Methods and Equipment, 
Loose-Leaf Devices . . . Photographic Records Equipment . .. and other Precision Products including the 
famous Remington Rand Dual Close-Shaver — Dealers, Sales and Service Offices in 517 Cities 


wweeedaenenenenaennrene 
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FOR MANUFACTURERS ONLY!— 
To the the 


Appleton Electric Company is being 


vet all facts on how 
served by its Kardex Visible System 


of Stock check 


“Manufacturer” on the coupon 


Control simply 


bel w. 


FOR WHOLESALERS ONLY! — 


If you're interested in how prominent 


wholesalers the country over are 
profitably cracking their inventory 


and stock problems check “Whole- 


saler” in the coupon below. 


Whatever you sell you can increase 
your net profit by better inventory 
control—by installing a Kardex 
Visible System of Stock Control! 


SEND COUPON TODAY 


Remington Rand Inc., Dept. WS1240 
Buffalo, New York 

Gentlemen: 

Please send me without cost or obligation 
your new booklet, “Get Those Profit Steal- 
ing LAZY DOLLARS Out of Your In- 
ventory!’ 

] MANUFACTURER WHOLESALER 
Name 

Company 

Add 

( & Strate 


TELL 























Colored Lighting Units 


FOSTORIA, OHIO— Providing a 
color variety in its industrial fluores- 
cent and silver bowl lighting units, 
Fostoria Pressed Steel Corp. is mak- 
ing the entire line available in ten 
different exterior colors, at no addi- 
tional price. This is made possible 
by the fact that finishes are baked 
by infra-red process, so this step can 
be accomplished quickly. 


Home Lighting 
Goes To Tea 


CHICAGO—At program-tea spon- 
sored by the Women’s Division of the 
Electric Association and given at the 
Chicago Lighting Institute, W. N. Al- 
drich of Westinghouse lamp division, 
demonstrated and promoted residential 
lighting for the benefit of local house 
wives and club women. Lecture in- 
cluded residential applications of 
fluorescent lamps, “Better Light— 
Better Sight”, available adapter equip- 
ment, and colored slides of home in- 
teriors. 


Promotion Portfolio 


Made available by the Better Light- 
Better Sight Bureau, a new display 
portfolio contains timely promotion 
material and suggestions for use by 





ELECTRIC MOTORS have long 
been close to the heart of Larz Rich- 
ards, manager of the repair depart- 
ment, Buffalo (N.Y.) Electric Co. 
Before joining this firm a few months 
ago, he was Westinghouse shop super- 
intendent there in Buffalo. 





wholesalers’ salesmen and_ dealers. 
Folders, booklet and postcards carry 
pertinent facts on eyesight and the 
effects of illumination on _ vision, 
should develop still more interest in 
the Better Light-Better Sight program. 
Suggestions for distribution include 
enclosure with monthly bills, presenta- 
tion to teachers and civic welfare 
groups. As further aid to salesmen 
and dealers, the portfolio lists national 
results and objectives of the program 
in the residential market, giving sales 
figures on adapters, certified fixtures, 
pin-to-wall lamps, I. E. S. lamps. 


Lighting for Christmas 


BUFFALO—An estimated $250,000 
worth of lighting business is done in 
the Buffalo area as a result of the 
annual Yuletime Lighting campaign 
of the Electric Association of the 
Niagara Frontier. This year marks 
the fourteenth annual celebration of 
this event. 

Prizes will be awarded to owners of 
the best lighted homes in three classes. 
Colored movies on previous lighting 
campaigns will be shown, the Main 
Street Association and other Buffalo 
organizations will sponsor elaborate 
street lighting programs, and com- 
munity associations will cooperate. 


New Lighting Angles 


An attendance of some 200 is ex- 
pected at the University of Texas 
College of Engineering’s First South- 
west Lighting Conference which will 
be held from January 9 to 11. Tech- 
niques in the application of new angles 
in the lighting field will be pooled. 

Those attending will be utility men; 
architects; representatives of manu- 
facturing companies; stores handling 
lighting equipment, and the Texas 
State Department of Health. Accord- 
ing to C. R. Cranberry, conference 
chairman, the southwest section of 
the I.E.S. will attend. 


Water Heater Push 


While actual totals are not avail- 
able at this time, dealers, wholesalers, 
utilities and manufacturers report that 
1940 is the top electric water heater 
vear to date, expect 1941 to be still 
better. Much of the credit for this 
success goes to the Modern Kitchen 
Bureau, which has been carrying on a 
vigorous advertising and publicity pro- 
gram the past several years. 

During this time the number of 
utilities cooperating in the program 
has steadily grown. In 1938, forty 
utilities used MKB plans, bought 66,- 
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FEATURE SELLING is always a 
sales-builder, says M. J. Carroll, who 
travels from Graybar’s Miami branch. 
Not so long ago he was transferred 
from the Tampa house. Carroll has 
been with Graybar three years, before 
that was with N. Y. Edison and 
Union Carbide. 





YOO pieces of materials. The next year, 
174 used the plans, bought 165,000 
pieces. To November 1 of this year, 
210 utilities were using the plans, 
bought 427,000 pieces of material. 

Donald Duck, who has spearheaded 
the MKB campaign since this past 
spring, has been signed up again to 
carry on during 1941. 


Steel & Tubes Issues 
S/D Wiring Chart 


To help wholesalers and contractors 
figure small diameter wire installa- 
tions, Steel and Tubes is making 
available a large chart showing five 
of the tables in the National Electrical 
Code covering S/D building wire. 
Tables are sufficiently large to see at a 
glance the size, type and number of 
wires permitted in various sizes of 
conduit. Tables also show dimensions 
of conductors. 

The lower section of this chart, 
which measures 18 in. by 24 in., 1s 
devoted to instructions for using Steel 
and Tubes’ Electrunite bender and 
tubing. Illustrations tell the story. 
Chart can be hung up like a calendar. 


Gardes to Eureka 


Appointment of A. W. Gardes as 
factory manager in charge of produc- 
tion has been announced by H. W. 
Burrit, president of the Eureka Vac- 
uum Cleaner Co. 
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FLUSH MOUNTING STRIPS 








3 FOOT UNIT FLUSH ON CEILING 


























SHOW WINDOW 


LIGHTING UNITS 


Punch the light down on the merchandise 
... use 3 foot and the new 5 foot lamps in 
joke) bt) ol =Lo ME W040 ¢.amb a=) 10 -Lol Co} dM) 01-105 (0 0b aro (== 
signed for CONTROLLED lighting. Write 


today for your copy of descriptive folder. 


a € fe 
Curtis Lighting 
1123 West Jackson Bivd. 

NEW YORK CHICAGO TORONTO 
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Shreve Heads NEMA 


E. O. Shreve, vice president of the 
General Electric Co., was elected pres- 
ident of the National Electrical Manu- 
facturers Association during the An- 
nual Meeting held in New York’s 
Waldorf-Astoria, the last week of Oc- 
tober. He succeeds Charles E. Swartz- 
baugh, president of Swartzbaugh Mig. 
Lo. 

Other officers elected were five vice 
presidents and a treasurer. Vice pres- 
idents are: F. W. Magin, president, 
Square D; W. E. Sprackling, vice 
president, Anaconda; G. C. Thomas, 
Jr., president, Thomas & Betts; Ralph 
Kelly, vice president, Westinghouse; 
Howard E. Blood, president, Norge. 
Leonard Kebler, president, Ward 


Leonard, was re-elected treasurer. 


Ward Leonard Office 


Further broadening its sales and 
service activities, Ward Leonard Elec- 
tric Co. has opened a branch office 
at Rochester, N. Y. Managed by Sales 
Engineer J. K. Savage, the office is 
located at 183 Main Street East. 


Doubles Plant Size 


An expansion program in which an 
addition was designed and erected in 
a period of three weeks doubling the 
size of The Wakefield Brass Co.’s 
Vermillion, Ohio plant has just been 
completed by The Austin Company. 

The additional space will be de- 
voted to handling the company’s ex- 





NEWCOMER to the sales organiza- 
tion of Westinghouse Electric Supply, 
Duluth, Minn., is G. E. (Jerry) 
Shears. He recently completed the 
Westinghouse student training course, 
is now set to tackle contractors, in- 
dustrials and dealers. 
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SEND OFF DINNER for Leonard O. Fryer (seated) who moved to Gray- 
bar’s general offices in New York. Before the transfer he was sales man- 
ager at San Francisco. Few of the “senderoffers’ are Art Nerling, Phil 
Carson, Art Fryklund, Clem Hallett, Henry Siesbuttel, Byron McDonald, 
“Derby” Derbyshire. George Heason was temporarily eclipsed by Mr. 
Carson. 





panding business in fluorescent light- 
ing units. Ballooning sales have 
resulted in fluorescent units making a 
55 per cent contribution to the com- 
pany’s business this year, as against 
3 per cent last year, while other busi- 
ness has increased about 5 per cent. 
A 40 per cent increase in business 
over last year’s volume is indicated 


for 1940. 


Connelly Celebrates 


SEATTLE, WASH.—Formally dedi- 
cating its enlarged and remodeled 
quarters, the F. B. Connelly Co., 1015 
Republican St., this city, held open 
house during the week of November 
10. One of the features of the whole- 
sale house is the display room, which 
is a full half block in length. This 
organization covers Washington, Ore- 
gon and Alaska, is now in its 58th 
year. 


New Credit Committee 


A committee has been selected to 
have charge of the electrical and 
radio industry meeting and program 
in conjunction with the annual Credit 
Congress of the National Association 
of Credit Men which will take place 
at New Orleans in May, 1941. Chair- 
man of the committee is E. E. Diehl, 
Westinghouse; other members are 
vice-chairman, W. W. Strickland, G. 
E. Supply, New Orleans; Alleen Har- 
rison, Tafel Electric, Louisville; H. 
T. Biar, Schoellkopf, Dallas; W. R. 
3rown, Matthews Electric Supply, 
Birmingham. 
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AIW for $1,000 Home 


AKRON—Something of a record 
was made here recently in the certifi- 
cation of a $1,000 home for adequate 
wiring. Five ceiling outlets, three 
wall outlets, nine switches and ten 
convenience outlets, a 20-ampere ap- 
pliance circuit, two 15-ampere light- 
ing circuits and a range circuit are 
part of the wiring equipment. 

NEW ORLEANS—A first for New 
Orleans is the adequate wiring certifi- 
cate issued to A. J. Liuzza. It covers 
three homes which have been opened 
for public inspection. Two more 
houses are on this builder’s schedule, 
six additional homes will be ready for 
certification within the next few 
weeks. 


ILG Launches 
Kitchen Fan Drive 


With a campaign designed to tell 
what a kitchen ventilating fan does, 
rather than what it is, ILG Electric 
Ventilating Co. is moving forward to 
make the country  ventilation-con- 


scious. Helping its wholesalers and 


t 
dealers cooperate locally, and cash-in 


with more sales, ILG is offering dem- 
onstration displays for window ot 
counter use; booklets, envelope stuff- 
ers, newspaper ad mats, window ban- 
ners, and so forth. 

While the theme-slogan of the drive 
is “K.O. Kitchen Odors’, other slo- 
gans at work are “Don’t laugh, some 
of the best homes have ‘K.O.’ (Kitchen 
Odors)”; “Don’t ‘K.O.’ your guests 
with ‘K.O’.” 
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luorescent Lrends Today 


The fluorescent lamp as of today 


best selling sizes 


most popular colors 





By R. G. Slauer* 


how its efficiency has increased 


dollar volume this year 





1 


HERE can be little argument with 

the statement that the first two 

vears of fluorescent lighting were 
haphazard and at times contradic 
tory. But the evidence today sug 
gests that a certain degree of ma- 
turity and, therefore, stabilization 
This does not 
imply that continuous and perhaps 
startling developments will not be 
forthcoming, but emphasizes that 
such advancements will be 


has been reached. 


along 
paths of normal research and expan 
sion. 

The wholesaler’s problem revolves 
around his investment as well as 
sales. He must have adequate stock 
for sound business development ; h« 
must be able to promote that stock 
Natu 


rally, most wholesalers, through the 


without fear of obsolescence. 
consignment plan, are thoroughly 
protected from lamp developments 
and price changes. But each lamp 
represents many dollars in fixture 
equipment, since only a small frac 
tion are at present used for replace 
ment service. Fluorescent lamp 
sales are now being discussed as a 
1940 business of $10,000,000 or bet 
ter, indicating a fixture and equip 
ment business in excess of $75,000,- 
OOO list. 

The fundamental guarantee of the 
future 


importance of fluorescent 


* Mr. Slauer is with the Lamp Division, 


Westinghouse Elec. @ Mfg. Co., Bloom 
field, N. J. 
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lighting lies in the lamp efficiency. 
Let’s compare it with incandescent. 
In commercial sizes, peak efficiency 
of incandescent lamps is now about 
20 lumens per watt. Higher eff- 
ciencies will be forthcoming, but 
with the knowledge that tungsten 
at its melting point is good for only 
slightly over 40 lumens per watt. 
And molten tungsten, or even a state 
approaching it, would not allow 500— 
1000 hour lamps. On the other 
hand, the 40 watt white fluorescent 
lamp is today rated at 53 lumens per 
watt. Even when control unit losses 
are included, its present efficiency 
is higher than the theoretical maxi- 
mum of tungsten. 

The efficiency of fluorescents has 
increased rapidly and while this 
same rate of growth in effectiveness 
may not continue, it does accent why 

fluorescent have 


been a seller’s market and not a 


the last two years of 


buyer’s. Even now with the begin- 
ning of stabilization, the 

of the 
semination of accurate and impartial 
data, an easy market is indicated for 


dimming 


novelty attraction, the dis- 


the next few years gut there is 
also indicated a tougher market for 
hat has nothing to offer 
but low price. 

A study of 


equipment t 


trends in lamp sizes 
also provides the wholesaler with a 
useful background. ‘The fluorescent 
lamp is not as flexible as the incan 
descent. Fixtures designed for the 


latter were often satisfactory with 


But a 40 watt 
fluorescent lamp is usable only with 
a 40 watt control in a fixture based 
on its 48 in. length. The problem 
is not simplified by the fact that 
controls (and, therefore, fixtures) 


several lamp sizes. 


must be made for specified voltage 
ratings. 

The smallest demand has been for 
the 15 watt lamps. (Fig. 2). De- 
signed originally to provide a low 
surface brightness for exposed lamp 
applications, it is apparent that this 
field is only of casual importance. 
Next in demand is the 30 watt. 
Since the 40 watt lamp became avail- 
able, the 30 watt demand has con- 
tinued to drop (proportionally) so 
that today it seems to be accepted 
as a specialty lamp (for example, in 
show cases and coves where its 
diameter is a real advantage). 

The big demand, though, is for 
40 watt greater than the 
total of all other sizes. Installations 
of the past 12 months (the 20 watt 
lamp was not available in early ’39) 
indicate that very little general light- 
ing is being done by other sizes. 


lamps 


Commercial pressure today is great- 
est for larger sizes as additions to 
the standard line, partially answered 
by the 100 watt lamp available about 
October 15. In stocking, whole- 
salers should consider these basic 
figures. 

Another aspect of this picture is 
the distribution of demand by color. 
The heaviest demand during the 
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Efficiency Lamp Lite 
Increased Increased 


1938 STANDARDS Lamp Cost 329 
° 
100 % Decreased 


first two years was for the daylight 
lamp—in fact, in 1939 it accounted 
for about 65 per cent of sales. It has 
at rg lost this position to the 
white lamp, which in June—for the 
first time ein | better than the day- 
light. Top-right chart shows average 
six month demand. A year ago, the 
use of fluorescent lighting was most 
extensive in certain calle rials, in 
show cases, etc., where the daylight 
lamp is still particularly suitable. To 
day fluorescent lamp usage has 
broadened to include offices, stores, 
schools, all kinds of industrial areas. 
To most users, the white lamp with 
its higher efficiency and warmer 
color is the choice. 

A figure of 15 per cent greater 
demand for white over daylight will 
probably be the average at the end 
of 1940, although present total fig- 
ures from January Ist still slightly 
favor the daylight. A possible fac- 
tor reversing this trend is the intro- 
duction of a new “soft white,” par- 
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ticularly valuable for its ‘complex 
ion”’ tone and its usefulness for food 
establishments. It is much more apt 
to share the demand for white light 
than daylight. 

Naturally new developments will 
change the fluorescent picture, but 
these will be gradual rather than 
haphazard changes. For example 
the 100 watt lamp already mentioned 
will create no different effect than 
the hundred two hundred incan 
descent lamps added each year to 
the 10,000 already currently avail 
able. It will bring new problems, 
new _ pment, but will be part and 
parcel of present development The 
40 watt rt. np has already proven its 
worth—its efficiency is bee rably 
higher than the 100 watt, its price 
together with the cost of auxiliaries 
and lampholders appreciably lower, 
its convenience of size _ slightly 
better. 

Flourescent lighting is not going 

be hard to sell during the next 
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At left is fluorescent application in home. 
Below, charts show sales trends; also 
comparison of 1938 fluorescent tube with 
present. Note that White lambs and 40- 
watt sizes are selling best. 


White Daylight 
All Colors | 
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few years. It has glamour and nov- 
elty, backed by some real engineer 
ing advantages which in many cases 
are unobtainable from other light 
sources and in other cases obtainable 
only with difficulty. 

Above all, fluorescent lighting has 
a dollar value to the jobber suffi- 
cient to justify the time taken in 
selling it. But the wholesaler must 
be certain that he appreciates the 
trends initiated by research develop 
ment and confirmed by _ practical 
usage; that he handles equipment 
that does more rege fasten two 
lampholders the right distance apart 


his men understand tl! 


thr \¢ } ° 
Lilal lat there 


are still many advantages inherent 
, +} me: “ent |- i a that 
in the incandescent lamp; and that 
he realizes the problems of selling 
any kind of lighting equipment are 
more and more adding up to a point 
where they suggest that the sale of 
bulbs and fixtures must give way to 
the sale of Better Lighting. On this 
principle, profits are built 


21 











Record Sale 
ia Adequate Wiring 


Two Pacific Coast wholesalers sell record wiring mate- 


rials 


velopment, v 


order bringing 


adequacy to 


ast opportunities 





By Walter L. Stickel 


143-building de- 


for appliance 


dealers 





EN MINUTES from downtown 
Los Angeles 1S situated one of 
+] 


he nation’s most unusual and 


districts—W)y 
vernwood—a city of 143 beautifully 
designed apartment dwellings sur 
rounded by 


modern residential 


colorful gardens and 
acres of green lawns. 

This great housing undertaking 
was built strictly as a family invest 
ment for the estate of the late D. 
Herbert Hostetter, the man who 
made Bitters a household byword. 
Construction of Wyvernwood was 
based on ideas originated by Mr. 
Hostetter and aimed to provide new 
and more comfortable living accom 
modations for families who rent. 

Electrically, too, Wyvernwood is 
designed for living; and that’s the 
justification for this tale. 

Wyvernwood was not 
overnight. John S. 


planned 
Griffith, man 
ager of the Hostetter estate, studied 
modern living conditions and_ re- 
quirements for years before even 
arriving at the blue-print stage. 
Strangely enough, it was the water 
heater that first implanted the elec 
tric idea in Mr. Griffith. He had 
previously negotiated the sale of 
land for the manufacturing plant of 
the Thermador Electrical Manufac 
turing Company, makers of electric 
water heating and space heating 
equipment. sil] Cranston, Ther 
mador vice-president and salesman 
deluxe, had seized the opportunity 
to acquaint Mr. Griffith thoroughly 
with the superior qualities of the 
He made a 
Mr. Griffith de- 
when Wyvernwood came 


electric water heater. 
sale right there. 
cided that 


22 


into being it definitely would have 
electric water heaters throughout. 
Four years passed and Griffith 
\rchitects David J. 
Witmer and Loyall F. Watson were 


was ready. 


asked to draw up preliminary plans 

Lindgren and Swinnerton, Inc., out 

standing California building firm, 
‘ 


received the contract for construc 
tion, and things began in earnest 
with John Davidson, vice-president 
in charge of the Lindgren and Swin 
nerton Los Angeles office, directing 
the job. 

Bill Cranston called the Business 
\gent at the Los Angeles Bureau of 
Power and Light, the electric utility, 
and told him of the big chance to 
sell the job electric. The utility got 
They contacted Mr. Griffith 
and the architects, showed them that 


busy. 


large enough service capacity was 
the first prerequisite of an adequate 
electric system. They pointed out 
the economy to be expected in elec- 
tricity costs by use of electric ranges 
along with the water heaters, refrig- 
erators and regular lighting load. A 
complete file of users’ bills was 
placed at their disposal. On top of 
all this Mr. Griffith and the archi- 
tects were given a week’s concen- 
trated course in electric cookery. 

Mr. Griffith was impressed and 
the contractor, Newberry Electric 
Corporation, was asked to figure on 
both electric range and water heater 
outlets. 

Then the wholesalers stepped into 
“Why not complete 
adequate wiring,” 


the picture. 
they suggested. 
“What good are adequate service, 
range and water heater outlets with- 





Sure supply of hot water is provided by 
electric water heaters in each apartment. 
Outlets were included in plans. 


out sufficiently heavy copper, enough 
circuits, appliance outlets and con- 
venient control?” They went over 
wiring costs with Bill Schack, esti- 
mator for Newberry’s; proved that 
adequate wiring could be installed 
at a very little cost increase. Gen- 
eral Electric Supply’s Murray and 
Thrane, Westinghouse Supply’s 
Duncan also followed up that lead, 
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Fine living conditions, at rentals ranging from $29.50 to $55.00, 
are attained at Wyvernwood. Buildings are spaced well apart, 
so that each receives plenty of sunshine and air. Adequate wiring 


helped to impress Griffith, Witmer 
and Watson with the desirability of 
adequate wiring. They took them 
to apartments and flats having make- 
shift wiring jobs; proved their un- 
desirability ; pointed out the high 
rate of turnover and vacancies. 
Again Mr. Griffith was convinced. 
He reasoned that adequate wiring 
would help to insure, what he calls, 
“tenant tolerance,” a thing vital to 
profitable rental housing. The New- 
berry Company went ahead with 
adequate wiring. General Electric 
Supply and Westinghouse Supply 
Companies sold the lion’s share of 
the wiring and devices, as might be 
expected. 
Was the 


wholesalers’ salesmen worthwhile? 


sales effort of these 


Well, here is a brief summary of 
Wyvernwood’s electrical set-up. 
Apartments are all provided with 
100 ampere, breaker type service 
equipment. 
circuits are supplied with number 
12 wire. 


All convenience outlet 


The smallest of the apart- 
ments has at least 12 lighting and 
15 convenience outlets. There are 
36,516 outlets in the entire project. 
There are 8,968 switches, 1,124 of 
them “three ways.” 212,500 feet of 
} inch and 70,840 feet of } inch 
conduit were used to house 510,000 





feet of number 14 and 277,000 feet 
of number 12 wire. Two hundred 
thirteen flood lights, controlled by a 
central time clock, afford ample 
illumination for night protection and 
recreation. A private street light- 
ing system, consisting of 41 stand- 
ards connected by 12,230 feet of 14 
inch pipe, makes night driving easy 
Considerable care was taken as to 
the placement of outlets and the use 
of device “extras.” All iron outlets 
have pilot lights as a reminder for 
any forgetful housewife. In the 
kitchens, outlets have been placed 
above the stainless steel sink drain- 
board, the usual work area for the 
smaller electric appliances. Modern 
soft lighting and fixtures lend to 
the architectural charm and provide 
soft, ample interior illumination. 
There are 1,102 private apart- 
ments in the 143 buildings. These 
are of three, five, and six rooms, and 
rent for $29.50 to $55.00 with re- 
frigeration and electric range in 
cluded. Each has plenty of cross 
draft circulation. All have at least 
two exposures and most have three. 
There is no such thing as looking out 
on a dull, drab court; nearby walls 
or even a dirty backyard. There is 
a beautiful garden view from every 
window. The bathrooms all are 
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throughout and completely electrified kitchens enable housewives 
to do their work easily and quickly. All bathrooms are equipped 
with electric heaters. 


equipped with 1,500 watt, built-in, 
electric heaters. 

Southern California’s electrical in- 
dustry is proud of Wyvernwood. It | 
knows that in Wyvernwood is tangi- 
ble proof of the “plus value” of ade- 
quate wiring and the economies of 
electric operation. Present electric 





| 
bills are low; high bill complaints 
unknown. The Los Angeles Bureau 
of Power and Light maintains its | 
own demonstration kitchen and ap- | 
pliance showroom on the premises. 
Builders, formerly skeptical of the 
practicability and economy of ade- | 
quate wiring, are beginning to real- 
ize that the electric standard of 
living is within the reach of every- 
one, and wholesalers and contrac- 
tors find it easier to do a good 
selling job. 

Estate manager Griffith sums up 
this new, finer living when he says, 
“We wanted above all to offer the 
renting families of Los Angeles a 
comfortable and wholesome. sur- 
rounding. We feel that this has 
been done. To assure successful 
operation, the estate had to have ten- 
ant tolerance. I am certain that 
adequate wiring and the general 
electrification of Wyvernwood go a 


long way to guarantee this accept- 





> 
ance. 
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By Roy Carmichael 


usiness Hums in Montreal 


Reporter Carmichael contacts wholesalers of this large Canadian mar- 


keting center, finds both Holiday Season and °41 should hit high marks 





ONTREAL electrical wholesalers 
report heavy sales since early 

fall on wiring supplies, light- 

ing fixtures, and small appliances, 
with salesmen booking more orders 
in October than for many months 
past. Demand throughout Quebec 
province is, if anything, more rushed 
than in the city itself. The larger 
retail houses have already stocked 
for the holiday buying of appliances 
and lighting, but as usual there is 
much yet to be sold to the smaller 
dealer who prefers to buy in small 
quantities and re-order frequently. 
LL. Naglie, assistant to the man- 
ager of Apex Electric Company, 
wholesalers of wiring materials, ap 
pliances and lighting equipment, said 
that their heaviest demand is for 
holiday merchandise. “Appliances, 
flashlights and batteries,” said Mr. 
Naglie, “are moving fast and we 
look for heavy committments in col 
ored electric light bulbs for the holi 


dav season, from the 


small dealer trade.” 
Mr. Naglie stated that for the first 
few months of the war, and into the 


past spring, there was a distinct 


especially 
On batteries, 


shortage of this type of merchandise, 
but conditions are stabilized now. 
With the Apex company, a good 
deal of their merchandise is imported 
from the United States which, on 
the basis of added extra war duties, 
exchange and taxes in some cases 
has upped the wholesaler’s selling 


} 


price as much as 25 per cent. How 
] been no significant 


ever, there 


as 
rise in price range on goods made 
in Canada. 

Regarding raw materials for elec- 
trical lighting and wiring, there is 
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some difficulty in obtaining supplies 
of aluminum, certain steels, copper, 
and glass, such has been the demand 
for government purposes for mili- 
tary camp 
buildings, 


general war 
internment 


housing, 
depots and 
camps. 


Appliance push 


D. W. Massey, sales manager for 
Munderloh & Co. Ltd., who do a 
large volume in small appliances, 
said that business was never better 
with them, and that he looked for 
1941 to be a “rush” in demand for 
all kinds of appliances. 
Mixers are in for a good deal of 


electrical 


distribution to the dealer trade this 
holiday season,” said Mr. Massey. 
“Shavers are in popular demand. 
Coffee makers, electric 
irons, with the new master cord and 


toasters, 


plug sets, are steady sellers and will 
be especially active in holiday trade 
lines.” 

Conversations with both whole- 
salers and contractors bring out the 
information that, while in past years, 
the late fall and winter months have 
been quiet ones in wiring, Novem- 
ber bookings for exterior and inte- 
rior jobs were at their peaks. C. Say, 
of The Say Electric 


Reg’d, electrical 


Company, 
contractors, said 
that a great deal of domestic and 
work was in 
progress and that he looked for 
1941 to be extremely active. “While, 
as a rule, beginning in December, 


government wiring 


only interior work is customary 
here, this season there will be more 
than the usual out-of-door electrical 


work, as many premises are being 


remodeled and new stores and 
houses built,’”’ added Mr. Say. 
Speaking about lighting, whole- 
salers are somewhat concerned over 
the Japanese market from which 
large shipments of bulbs have been 
received for Canadian distribution. 
F. W. Merchandise 


Sales Manager of Canadian Gen 


Patterson, 


eral Electric Company, Ltd., Beaver 
Hall Hill, said that trade conditions 
with them were exceedingly good 
and that the prospect for 1941 even 
better. “There is a heavy demand 
for all types of wiring materials at 
the present time,” added Mr. Pat- 
terson. “I should say that prices 
in general have gone up 10 per cent 
due, for the most part, to the higher 
costs and some scarcity in manu- 
facturer’s materials.” 

Miss J. 
licity for the Union Electric Supply 
Company, reported that all sorts of 
lighting equipment is in demand, es 


Harrison, head of pub- 


pecially in fluorescent illumination. 
“Fluorescent lighting seems to be 
quite the thing these times for the 
new building projects,’ continued 
Miss Harrison, ‘“‘also for the many 
old buildings that are 
vated for occupancy. Undoubtedly, 


being reno 


the greater part of this increase in 
the jobber’s trade for lighting and 
wiring is caused by war conditions. 
In October our sales force was well 
ahead of previous months, especially 
in these two lines, and I look for 
heavy bookings for 1941 deliveries.” 

While fluorescent lighting has 
been on the Canadian market for 
two years, active demand for this 
type of illumination has only com- 
paratively 


recently manifested it- 


WHOLESALER’S SALESMAN — December 1940 

















* : 
os 
r) 
‘ae a3 
. 
* 
aa a 
, ** 
‘ “. > > 
= “a 
- -— 
_— 
5 = 
PF 
a. © q 
a 
- 
‘ 
— - 7 ‘ { 
J er 7 . 
ty 


self. According to R. H. Smithers, 
of Northern Electric Company, Ltd., 
Huorescent lighting is now making 
rapid strides, especially with elec- 
trical contractors and architects of 
new construction projects where air 
conditioning is called for. 

“We are very busy on the light- 
ing end of things, as well as in the 
wiring and appliances departments.” 
added Mr. Smithers. “We have 
little concern as to what this next 
year will be in demand for wiring 
and fixtures. [Ever since the Ger- 
man army over-ran the Low Coun- 
tries this past summer, Government 
demand has been especially heavy. 
On merchandise imported from the 
United States there has been an ad- 
vance of 10 per cent, to which must 
be added premium on New York 
exchange; but most of our stock is 
of Canadian manufacture.” 


Active winter ahead 


J. B. Templeman, head of the ap- 
pliance department of Northern 
Electric Company, Ltd., mentioned 
that, along with a general strong 
tone for appliances this fall and 
an anticipated active winter turn- 
over, the new shavers are very popu- 








am bad 


lar, based upon present dealer 
demands. 

M. R. Macdonald, of Northern 
Electric’s wiring department, added 
that his staff had been kept exces- 
sively busy all fall and that he saw 
no let-up in demand. “Increased 
power development on the part of 
utilities and manufacturers in all 
lines, as well as the greatly increased 
stepping-up of Government planning 
and building for their war needs, 
have required the need for addi- 
tional feeders and tables to carry 
heavier power loads for, in some 
cases, 24-hour shifts. However, in 
my department 1938 and 1939 
showed very much of an improve- 
ment. In fact, before the present 
war started, we were getting back 
to normal in wire-sales recovery.” 

On the price situation, Mr. Mac- 
donald said that his index figures 
showed nothing like the rise in wir- 
ing material prices comparable to 
those of the first Great War of 1914— 
18. “Present index figures show 
an advance of from 10 to 15 per 
cent in essential raw materials, 
which is not out of proportion con- 
sidering these are fair times, and I 
account for the greater part of this 
increase as due to heavy de- 
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We feel the present electrical pulse of Montreal. 


mand for materials and to some ex 
tent to a rise in the wage scale.” 


Lighting, wiring sales good 


A. J. Milne, head of the sales de- 
partment of the distributing house 
of Franke, Levasseur & Co., Lim- 
ited, said that all of their salesmen 
reported active demand for lighting, 
wiring equipment and small appli- 
ances throughout the Province of 
Quebec as well as in the metropoli 
tan area of Montreal, and that 1941 
prospects are very bright for the 
trade. 

In the matter of appliance sales, 
Mr. Milne mentioned that irons, 
toasters, air heaters, mantel and 
portable grates, humidifiers and air 
conditioners, coffee brewers and 
other small appliances are in active 
demand. Fuses, switches, wiring 
and lamps also are selling very well, 
said Mr. Milne. 

A resume, therefore, of market 
conditions in the lighting, wiring, 
and small appliance field in the Mon- 
treal district as well as throughout 
Quebec, is distinctly optimistic for 
a continuance of good business dur- 
ing the next few weeks of this year 
and throughout 1941. 
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The CAMERA CLICKS 


Among Wholesalers and Manufacturers 








Among those present at a recent West- 
inghouse residential lighting conference 
were Christine Holbrook, Better Homes 
and Gardens magazine; D. S. Young- 
holm, Westinghouse president; 
Myrtle Fahsbender, home lighting director 
for Westinghouse; Bertha Schaefer, New 
York designer; D. W. 
of commercial engineering, Westinghouse 
Lamp Division. 


vice 


1twater, manager 








Robert E. 
Supplies, Miami, has iron-deal to 


Delany of Raybro Electric 


so carries samples to show what's in- 


volved in combination. 
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sell, 


At a 


wholesaler 


housewarming, 


Hugh 


Thrash, Harvey-Hubbell; and O. R. Sea- 


right, 
camera to 


Square D, 


work. 


step outside 


for 


the 














Sid Doster, appliance salesman for Gray- 
bar, San Francisco, and his son Freddy, 
who has yet to win his selling spurs and 
looks husky enough for anything. 
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Hosts and visiting salesmen at General Electric Supply Corp., 
Reading, Pa. From the left, H. Bicher, sales; K. M. Hill, 
Wiremold; H. B. Elliott, Holophane; E. Laucks, Gesco; C. N. 


Smith, Gesco; and D. J. Sweeney, branch service manager. 


At the left is George Knowles, president of the Vancouver 
Electric Club. He is sales engineer for Canadian Tel. & Sup- 
plies. W. 


has been with the company since graduating from 


T. Roundy covers Florida for Cutler-Hammer. He 
Varquette. 





Seven men in line roll up their sleeves, prepare to push out 
orders for the Interstate Electric Company of New Orleans. 
Lined up from the left are W. Sampi, M. Denealle, E. Mills, 


W. Probst, A. Lesarte, J. Achary and P. Punze. 





With one of their trucks for background we introduce three 
of the staff of Eaco, Inc., New Orleans. Edward W elheilm, 
center, has charge of shipping. Two of his cohorts are Vickey 
Phillip, left, and Steve L. (Speed) Biggio, Jr. 
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The gentleman standing nonchalantly behind the counter is 
Frank DeWalch, one of the two owners of Southern’ Electric 


Supply, Houston. David Ringer, advertising manager of Eagle 


Electric Mfg. looks serious about something. 


Pair of Thomas & 
Betts salesmen with 
sales ammunition right 
handy. Fred Ezell 
catalogue. 
Joe Moniot has a sam- 


ple in his hand. 


carries a 


27 































Interesteg 


-». Now SELL "Em! 


S 4 result of the interest business men 
interior “ommunicatio, 


* equipment. 
ties are opened to you. 


Why not sel] them 
telephone 


are showing in 
NeW sales ©pportunj. 
Autom 
and e: 
interesting 
nd the 


your cy 


atic 
S8¥stems 

From the Variety of 
“an recomme ype and ¢ 


stomers, 


“very one of 


For full inf 


4pacity 


ormation, literature and prices on the com. 
Plete ling of Automatic Electric Private interior telephone 
8¥stems and acc, SSOries se, ur local] representative. 
Automati¢ Electri, inte fem unicating ‘ystems are «7 
designed for Private 5, rvice. The . : ‘ 
© be “onnected With 





( 
4S ELECTRE 


TEMS 
INTERIOR TELEPHO 
7 
PRIVAT 


‘ Iinois 
Chicago, 
Street, 
Buren — Toronto 
+ Van r Limited, 
1033 Wes S pplies, 
SALES COMPANY, adian Telephones & Su 
OMATIC ELECTRIC In Canada: Can 
AUT 
: AMERICAN e 
d by: A ‘oal Cities 
Distribute in Principal Ci 
s Offices in 
Service 
Sales and 


- . “ ve ~~ 0 
) t 

\ HOLE SALER ) Al E SMA ‘ Dec en ber ] 9 4 

28 














MEN 


yous should hrsous 





ROM the start everything 
pointed towards a_ suitcase-life 
for Bill Rossner, t day head of 
Rossner Electric Company, Kansas 
City. The traveling began even be- 
fore his first birthday cake was 
sliced, when the Rossner family 
packed up and moved from Rich 
Hill, Missouri, to sample life in 
several other Missouri towns. 
Then, when his school days ended, 
Bill went to Kansas City and 
thought it would be possible to toss 
his suitcase up on a shelf and for- 
get it. But things didn’t work out 
that way. The traveling began 
again in 1905, lasted until April 
of ’13. During those years he repre- 
sented Samson, then Phoenix Glass, 
finally Peerless Lighting 
Being in the lighting game and 
close to what was happening, Ross- 
ner heard that he could buy Rollert 
Brothers Gas Fixture Company, a 
Kansas City retail firm. So he made 
the deal, this time settled down for 


good. 


He changed to a policy of whole- 
sale only in 1918, selling fixtures 
through contractors. Adding sup- 
plies, he chose to cater to contrac- 
tors so completely that today 75 per 
cent of Rossner sales are made to 
that trade. 

In the early days, contractors 
carried stocks. For the past ten 
years, however, a large portion of 





W. M. ROSSNER of Kansas City 


Serving contractors since 1918 with plan of 


broad stocks, speedy service, strong policy 


them come in after getting a job 
with a long list—and want every 
item slapped on the counter right 
now. The Rossner answer is con 
stant replenishment by the oldest 
known method—personal checking. 
This system would be worthless 
without a certain spark Bill has 
instilled in his gang—a deep per- 
sonal interest which makes it second 
nature for the boys to report every 
low item promptly. Result: 95 per 
cent of the country orders received 
are shipped the same day. 

The above policy of adequate 
stock is necessary for the carrying 
out of No. 2, fast service. Bill’s 
slant on this is simple as homespun : 
“Orders should not be allowed to 
accumulate. Soon as one shows its 
head, jump on it and kill it. Don't 
wait until the last minute, then 
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spend money for special delivery.” 

Third, 100 per cent loyalty and 
co-operation with his manufacturers. 
Bill thinks of this not as sentiment 
but as good business for. Ais own 
sake. “We get everything from 
them,” he says, “so it’s smart to 
play ball. You must support them 
with volume if you expect them to 
support you, and you can’t do a real 
job by jumping around.” He has 
had the same fixture line 23 years, 
wire and pipe, 18 years. 

Good lines were especially tough 
get in 
knows. It took him seven years to 
hook a certain one he wanted very 
much. Also, large quantities had 
to be bought, or no sale. Inciden- 
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the early days. Bill 


to 


tally, Rossner Electric Company 
has never had a single 


ie 


consigned 


stock, not even fans. 
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IF L WERE ¢ Wrcdesaler 








Contractor Craton at his desk 


HEN advice and constructive 
suggestions come from some- 
one who knows what he’s talk- 
ing about, we will listen and 
probably be helped. Accordingly, a 
customer—David L. Craton, suc- 
cessful New Orleans electrical con- 
was asked what he would 
do if he stepped into the wholesaler’s 


tractor 
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TEN PLANK PLATFORM 


shoes. He came through with this 
ten-step program. 

1. | would give the contractor a 
reasonable amount of preference 
over individuals and _ industrials, 
both in price and service. 

2. | would maintain an orderly 
stock, also keep catalogues handy so 
prices could be quoted quickly. My 
counter men would be efficient men 
(not kids) and trained to learn 
Both 
outside and counter salesmen should 
be familiar with national and local 
electrical codes. There’s a must. 

3. 1 would maintain speedy serv- 
ice for delivering materials on the 
job, because delays are costly to the 
contractor. Personally, I have made 
and lost hundreds of dollars worth 
of business by a few minutes’ time. 

4. I would carry as little duplicate 
stock as possible and would encour- 
age manufacturers to cut out un- 
necessary materials. We have far 
too many of them now. 

5. I would maintain a mail service 
for my contractors and send out cir- 
culars with credit to him for the 
names he submitted. In case of 
duplications between contractor lists, 
preference would go to first list sub- 
mitted. These circulars would 
acquaint the public with brands of 
wiring materials and call attention 
to the fact that there is a wide dif- 
ference between quality and dime 
store “bargains.” 


specifications, uses, prices. 


6. When contractors create busi- 
ness for fans, fixtures, materials and 
appliances, I would be certain they 
receive commissions. This practice 
is not only honest, but it would be 
an incentive for contractors to 
hustle harder for this kind of busi- 
ness. 

7. I would help train my contrac- 
tors to be better salesmen, also bet- 
ter business men. This could be 
accomplished by monthly get-to- 
gethers for contractors and their 
men. Educational movies and short 
snappy talks on new products, sales 
ideas, etc. should be featured. 

8. I would be as lenient as possi- 
ble with my credit, give serious con- 
sideration to the moral risk of my 
contractors. They should be encour- 
aged to give a complete picture of 
their problems, then I could help 
them before it was too late. A credit 
manager should be looked up to as 
a true friend and helpmate instead 
of a man-eating bear in the bushes. 

9. I would always try to uplift my 
industry to a higher plane, because 
we are all engaged in a game that is 
exciting, thrilling and beneficial to 
health and happiness. 

10. I would just try my best to 
be a darn good scout day in and day 
out. 

And here’s another one for good 
measure—I’d have a parking space, 
so my customers wouldn’t get tickets 
for double parking. 
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Kinds of Buyers 
.. What Makes Them Tick 


Cold selling turns hot when a salesman goes beyond the 





“front” and adjusts his approach to the man behind that front 





By Gordon Fyfe 


OU MEET them every day. Some 
are tall and thin. Some are short 
and fat. What do you care? 
What you want to know is, what 
will make ’em tick the way you 
want them to—on the dotted line? 

I well remember a cold and chilly 
morning twenty years ago. Joe 
Martin, an old time jobber, pushed 
a catalogue into my hand and said, 
“Go to it boy. They’re all the same 
under the skin. Call on ’em often 
enough and they’ll buy.” 

Joe didn’t believe in new-fangled 
sales training or meetings for swap- 
ping ideas. It took me three long 
years to find out that just calling 
was a slow and unhappy way to in- 
crease the bankroll. 

So I woke up after a while and 
worked out a plan. I figured that 
you could classify most Buyers into 
several types, and that there was a 
way to make each of these “tick”. 
This is the way it worked out. 


The Sour Face 


You know this baby. He’s got 
liver trouble or his wife nags him. 
Anyway he shows it. He looks like 
he’s going to bite your head off. 
But I like the sour-face. Once you 
sell him, he stays sold. Underneath 
he is all right. Don’t try to crack 


a joke. Tell him your story straight 
from the shoulder. Show him you 
are not afraid. Be logical. He likes 
suggestive selling. 


The “Yes, Yes” Man 


Met him, haven’t you? Says “yes, 
yes” to every point. You feel good. 
He feels good. Everything is lovely 
in the garden. Then you wake up 
—in the corridor. The way to han- 
dle this fellow is to pin him down 
early. Get a show-down. Yes or 
No. He’s the type who kids a mil- 
lion salesmen a day so they write on 
their reports, “Mr. Dokes is going 
to buy . . . next week.” 


The “Good Pal” Charlie 


He buys from the salesman he’s 
been friendly with these last ten 
years. A regular sales presentation 
runs off his back like water off a 
duck. Sure he'll be nice to you. 
That’s why he has so many friends. 
3ut that won't help. The thing 
that will stir up an order from this 
man is either an outstanding offer 
of service or “a hot deal” that he 
cannot possibly ignore, or the slower 
but more stable method of winning 
his friendship too. 


The Big Shot 


“Sure I’m the big shot around 
here and don’t forget it.” He comes 
in all ages, shapes and sizes. He 
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is born that way. But he is God’s 
gift to salesmen. He is the easiest 
of all to sell. He purrs when you 
stroke his ears. Subtle flattery is 
the green-light to his inner heart 
and an O.K. on the order. Yes, 
look up the big shots in your terri- 


tory. It’s painful but profitable. 


The Doubting Thomas 


“H’mm, yes, but...” All through 
your talk, he injects this little piece. 
He agrees with you... BUT... 
Mr. Doubting Thomas is only sus- 
ceptible to one type of selling pres- 
entation. PROOF loads of 
it, yards of it. Bring up all your 


ammunition. Letters . . . samples 
. . names of local users .. . guar- 
antees. 


The Talkative Type 


This man costs you money—yes, 
real hard cash every time you call 
on him—unless you are careful. He 
wants to tell you what he thinks 
about the war, politics, chiseling 
contractors. In the end he turns 
round and says, “Yeah, about that 
telephone system of yours. Look, I 
gotta keep an appointment. Better 
call back and see me next week.” 
Prescription? If practical, make 
him the last stop at night. Other- 
wise it’s necessary—and make it 
soft treading—to steer him quickly 
to the business at hand. 














Mr. Manufacturer: 
Your Wholesalers Salesman CAN 





Tell him..... Sell him..... Keep him sold 
On YOUR products and YOUR policy 


Advertise consistently in 


WHOLESALERS SALESMAN 
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YOU WILL PROFIT arcu. 


W holesaler’s Salesman’s consistently constructive editorial program 


that is designed to improve the effectiveness of wholesalers’ sales 


effort and thereby lower your selling cost. 


IN 1941 WHOLESALERS SALESMAN 


under an editor who knows electrical wholesaling through years 


of practical operating experience will continue the editorial policy 


as inaugurated in 1940. Whenever necessary that policy will be 


amplified and expanded to meet current needs, while all the estab- 


lished and popular features will be maintained. 


THROUGH NEW FEATURES 


Geared to meet new demands made upon electrical wholesalers as 


the result of the National Defense Program, W holesaler’s Salesman 


announces the following new features, commencing with the 


January, 1941 issue: 


BUSINESS BAROMETER — A monthly report on the sales and 
inventories of over 400 electrical wholesalers—broken down into 
22 separate trading territories. Figures collected and compiled by 
the U. S. Department of Commerce. Underwritten and obtainable 
exclusively through Wholesaler’s Salesman. 

WASHINGTON STRAWS — A full page of news, comments and 
reports that are considered important to wholesalers’ and manu- 
facturers’ executives and salesmen. Defense program activities. 
INDUSTRIAL SELLING — A new series of short, crisp articles 
written by Edwin Laird Cady expressly for this publication. The 
manufacturer’s selling angles are emphasized in terms that the 
wholesaler’s salesman knows. 


IF YOU sell through wholesalers. . 


this publication—W holesaler’s Salesman should be Number 1 on 


your 1941 advertising schedule—it’s an indispensable MUST. For 


further details and advertising rates, address 





Wholesaler’s Salesman 
330 West 42nd Street 
New York, N. Y. 
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NEW PRODUCTS jose can Sol 





ELECTRONIC LEVEL CONTROL 


Type P30 electronic level control can be 
used with conductive and non-conduc- 
tive fluids and powders. Equipment is 
available to meet all specifications, in- 
cluding single level control, on and off 
control at two levels, boiler feedwater 
control and tank condensate signals. 


Photoswitch, Inc., 21 Chestnut St., Cam- 
bridge, Mass. 
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FLUORESCENT FIXTURE 








Series L 144-48 uses 4 fluorescent bulbs, 
is available in 40-watt and 20-watt sizes. 
Shielding cylinder of reeded satin 
etched glass is designed to provide 
maximum illumination with minimum 
light loss. Aluminum exterior and canopy, 
baked white enamel reflecting surfaces. 
Efcolite Corporation, Trenton, N. J. 





even, © WHOLESALER’S SALESMAN 


38 


CAMERA-TYPE 
RADIO 





Portable radio receiver, 
model JB-410, enclosed 
in molded plastic case 
has total weight of 4!/, 
Ibs. Especially designed 
for longer battery-life 
and greater ease in 
tuning. Standard tun- 
ing range of 540 to 
1600 kilocycles. Gen- 
eral Electric Co., 
Bridgeport, Conn. 


METER CHANNELS 








- se 




















| 


Circuit breaker meter channels for resi- 
dential and commercial use house socket 
type meters and circuit breakers to pro- 
vide short circuit and overload protec- 
tion, are constructed of No. 16 gauge 
steel. Indoor units flush or surface 
mounted. Outdoor units have raintight 
cover. Completely assembled and wired 
at factory. Westinghouse Elec. & Mfg. 
Co., East Pittsburgh, Pa. 





NOISE FILTER 








"“Quietone” noise filter with spade type 
mounting lug is designed to slip under 
the head of any convenient screw on the 
casing or frame of the appliance. Insu- 
lated leads are then connected across 
the supply line. Type IF-24 for applica- 
tion on 110-volt a.c. or d.c., type IF-25 
for 220 volt lines a.c. or d.c. Cornell- 
Dubilier Electric Corp., South Plainfield, 
N. J. 
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DRILL 





Light weight '/-in. drill, model No. 80, 
is equipped with die cast body, helical- 
cut gears for smooth performance, 2-pole 


safety switch with 100% overload ca- 


pacity. No-load speed of 450 r.p.m., 
full-load speed of 300 r.p.m. Drilling ca- 
pacity in steel is '/2 in., in hardwood I'/ 
in. Skilsaw, Inc., 5033 Elston Ave., Chi- 


cago. 
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CARTRIDGE FUSE 








Renewable cartridge fuse can be in- 
serted and removed without use of fuse 
pullers because of the absence of metal 
and ferrules. Hard fibre casing avoids 
shock when removing fuses. 
Lamp Co., Warren, Pa. 


Warren 
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WAFFLE IRON 








Twin baker waffle iron will make either 
one or two waffles at a time. Heat indi- 
cators on each grid tell when the correct 
baking temperature is reached. West- 
inghouse Electric & Manufacturing Co., 
Mansfield, Ohio. 
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RUBBER COVERED POWER CABLES e BUILDING WIRE 


CRESCENT'S large, complete and up- 
to-date facilities for the manufacture of 
electrical wires and cables are meeting 
the great demands for industrial expan- 
sion for national defense. 

These facilities are backed by over 
50 years experience and skill in the 


manufacture of 






CRESFLEX NON-METALLIC SHEATHED CABLE e SERVICE ENTRANCE CABLE e MAGNET WIRE e BARE WIRE 





SGUOOS AIGIXATA © ATIAVS GIYONUV 


SATGVS AVMMNUVd GNV GASVINGA GVA 


e POWER CABLES 
e CONTROL CABLES 
e@ SIGNAL CABLES 
@ PORTABLE CABLES 
e BUILDING WIRES ° 
< 
” 
P) 
RESCEN Z 
CRESCENT 
INSULATED WIRE (5) )} & CABLE CO. INC S 
TRENTON,\ ~~ YJ NEW JERSEY - 
” ” 
Jobber Co-Operation — A Permanent Policy = 
Atlanta Baltimore Boston — Buffalo Chicago Cincinnati Cleveland  - 
ttn hehe a he ee san Franeaco 
CRESCENT ENDURITE SUPER - AGING INSULATION 


December 1940 — WHOLESALER’S SALESMAN 


39 











40 


SWITCH 








Toggle switch mounted on brown molded 
box cover is especially designed for sur- 
face wiring jobs requiring insulated 
cover. Many applications in farm wiring. 
Included in line are single-pole switches 
(GE3371 and GE3372) rated at 10 
amp., 125 volts—5 amp., 250 volts, 
mounted on 3!/, and 4 in. covers. 
GE3375 and GE3376 have 10 T ampere 
rating. Other models available. General 
Electric Co., Bridgeport, Conn. 
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CRANE LIMIT STOP 








%) 


Main circuit crane safety limit stop to 
prevent overtravel of crane hook when 
hoisting. Among its features are quick- 
make and quick-break tripping mech- 
anism, completely enclosed case, neo- 


prene gasket, stop which may be 
mounted in any of four quadrants, ball 
or needle bearing. Rating 100 h.p. at 
230 volts d.c. Cutler-Hammer, Inc., Mil- 
waukee, Wis. 
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FLUORESCENT LUMINAIRE 


Ca 





Semi-indirect fluorescent luminaire, CL- 
160, for general commercial use, is 


available with louver, clear ribbed glass 
or decorated ribbed glass bottom panel. 
Utilizes four 40 watt, 48 in. fluorescent 
lamps, white or daylight or combination 
of both. Glow switch type lamp starters. 
Westinghouse Elec. & Mfg. Co., E. Pitts- 
burgh 





When writing 
mention 
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EXPLOSION PROOF UNITS 





Explosion-proof lighting fixtures, pend- 
ant type EVA and ceiling type EVX, are 
designed for use in hazardous locations. 
Sectionalized type of fixture construction 
permits easy and rapid _ installation. 
Features include connection block, shock- 
absorbing socket, inner reflector, Pyrex 
globe, and cast Duraluminum guard. 
Appleton Electric Co., Chicago. 
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SCREW PICK-UP 








For handling screws on assembly opera- 
tions, the "Pix-Up" Finder and Adjusto- 
Tray sorts, picks up, and holds screws 
for driving. A screw-holding tray has a 
series of longitudinal slots in the bot- 
tom. Screws are suspended in the slots 
by their heads, the ‘'Pix-Up"' finder is 
placed over a screw head, pressed, 
grips the screw head firmly holding it 
ready for the driving operation. Inde- 
pendent Pneumatic Tool Co., Chicago, 
Hl. 
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SOLDER POT 





Made for production jobs where fast dip- 
ping of parts is required, model No. 36 
solder pot features pilot light to indicate 
when pot is heating and to give advance 
warning of element or supply line failure. 
Available in 115 and 230 volts. Electric 
Soldering Iron Co., Inc., Deep River, 
Conn. 
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CARBON BRUSH CONCAVER———— 





Unit for forming brushes to the commu- 
tator curvature includes aluminum guide 
casting, cutting file, removable angle 
plate with clamping device and ‘C" 
clamp. Takes practically any size brush 
for 4 in. to 48 in. diameter commutator. 
Old brush is used as a template to lo- 
cate the arc segment on the cutting 
guide slot. After this segment is found, 
new brushes may be formed without 
further set-up. Ideal Commutator Dres- 
ser Co., 1047 Park Ave., Sycamore, Ill. 
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CABLE TERMINAL 








Cable terminal, type SNA-H, is designed 
to facilitate easy tapping of connector, 
helps insure a moisture-proof seal to in- 
sulation. Cut end of insulation is 
shrouded and protected by recessed 
cable entrance which permits insertion 
of end of cable insulation in connector. 
Terminals can be made for all cable 
sizes up to 3000 MCM. Burndy Engi- 
neering Co., Inc., New York. 
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FLUORESCENT DEVICES 





A line of fluorescent devices includes 
lampholder, lampholder with 
socket, remote mounting starter socket, 
starter. Shown is the lampholder with 
starter socket and mogul size starter for 
size T-17 100-watt lamp. The Bryant Elec- 


tric Company, Bridgeport, Conn. 


starter 
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FLASH LIGHT 








Plastic 
ounces, fits 


Spot - Lite 
into a man's pocket, a 
woman's handbag. Provides both spot 
and diffused illumination, comes in red 
National Car. 


pocket weighs 2!/ 


black, ivory and maroon. 
bon Co., Inc., New York. 
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FLASH BULB 





“Press 25" bayonet base midget flash 
bulb measures about 2 in. high; has dou- 
ble jackets of lens-clear safety coating; 
has long peak characteristics. Wabash 
Photolamp Corp., Brooklyn, N. Y. 
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WRITE FOR DETAILS 
ABOUT OUR 
UNUSUAL SALES PLAN 


THE OHIO CARBON CO. 


CLEVELAND 
OHIO 
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STUD CONNECTOR 


Type ZMDZ insulated stud connector for 
joining several cables to smooth or 
threaded stud. Cables are gripped by 
compression cone clamping elements, 
stud is gripped by compression cone 
also, suitably threaded to screw onto the 
stud. Insulation is completed by taping 
exposed metal parts, or insulating sleeves 
are available. Burndy Engineering Co.., 
Inc., New York. 
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MULTI-BREAKER PANELBOARDS——— 








Type MH multi-breaker distribution 
panelboards, designed for branch circuit 
lighting and power distribution, are 
dead front with 15-100 ampere capacity 
common trip branch breakers. 115V- 
230V a.c., single phase and 3-phase. 
Suitable for use on ungrounded systems. 
Boxes are uniformly 534 in. deep. The 
Trumbull Elec. Mfg. Co., Plainville, Conn. 


when «ritino WHOLESALER’S SALESMAN 


GLUE POT 








Electric water jacket glue pot has a ca- 
pacity of 3 gallons. Immersion unit in 


the water jacket brings heat up from 
cold to control heat in 45 minutes. Glue 
temperature is maintained between 140 
and 150 degrees F by thermostatic con- 
trol. Other capacities available are '/2 
and | pint, |, 2, 4, and 6, quarts. Vulcan 
Electric Co., 600 Broad St., Lynn, Mass. 
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PYROMETER 





For checking oven temperatures such as 
thermostats, waffle irons, roasters, etc., a 
millivolt meter type pyrometer has a 2542 
in. scale. Can be furnished either in a 
range of 0-500, 0-600 or 0-800 degrees 
F. Flush mounted in stand as shown, hav- 
ing exposed binding posts to accommo- 
date the thermo-couple, Manual zero 
adjusting screw permits resetting of 
pointer for room or cold-end tempera- 
ture. Illinois Testing Laboratories, Inc., 
420 N. LaSalle St., Chicago. 
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MIDGET FLOODLIGHT 








Low-priced midget floodlight, type L-65, 
weighs 3 lbs., burns 100-watt incandes- 
cent lamp, may be used in parking lots, 
show windows, roadside stands, etc. 
Four and a half in. steel mounting base 
holds light upright without permanent 
mounting. Horizontal and vertical bolt 
adjustments. Unit designed to be 
weatherproof. General Electric Co., 


Schenectady, N. Y. 
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INTERCOMMUNICATOR 





“Teletalk"’ for lunch counter service pro- 
vides instantaneous one-way communica- 
tion from counter to kitchen. System 
consists of microphone, amplifier and 
speaker, may be enlarged to include up 
to 6 microphones and 4 speakers. On- 
and-off switch, pilot light and volume 
control are provided. The Webster Elec- 
tric Co., Racine, Wis. 
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SET AND TUBE TESTER 








Model 803 weighs 12!/4 lbs., has built-in 
roll chart. Measurement ranges of 
0-10/50/500/1000 for d.c. voltages (at 
1000 ohms-per-volt) and for a.c. and 
output voltages. D.C. current ranges 
are 0-1/10/100/1000 m.a. and 0-10 amp. 
Ohmmeter ranges include 0-500/5000/- 
| meg./10 megs. Provision made for 
testing all old and new tube types. 
Radio City Products Co., Inc., 88 Park 
Place, New York, N. Y. 
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BENCH GRINDERS 








B-6, 6 in. light duty; B-6, 6 in. heavy 
duty; B-7, 7 in. heavy duty Thor elec- 
tric bench grinders are built for all- 
around service in grinding, buffing and 
wire wheel work. Provided with adjust- 
able tool rests, safety glass eye shields 
can be attached. Independent Pneumatic 


Tool Co., Chicago, Ill. 














FIGHT TIMER 














Radio Fight Timer shows all exact 
timing details of boxing bouts on the 
air. Self-starting, synchronous motor 
operated after plugging into a.c. cir- 
cuit. Made in sizes for private or semi- 
public use. Tork Clock Co., Mount 
Vernon, N. Y. 
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CONDUIT FITTING 








Line of weathertight conduit fittings for 
rural wiring now includes outdoor recep- 
tacle fitting made in two types, with 
one hub or straight through with two 
hubs. Rated at 15 amp., 125 volts or 10 
amp., 250 volts. Complete with recep- 
tacle and lift cover. Appleton Electric 


Co., Chicago. 
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AUTOMATIC COFFEE MAKER———— 





Magnetic switch mechanism in auto- 
matic, Pyrex glass coffee maker, model 
129P8, turns off unit at exact moment 
water passes to upper bowl. Separate 
warming element keeps coffee at de- 
sirable temperature. Will brew from 
two to eight cups of same strength and 
quality. ''Clamp-on"' upper bow! handle 
minimizes difficulty of breaking steam 
seal between bowls. General Electric 
Co., Bridgeport, Conn. 
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SELL LATROBE 


FLOOR BOXES and WIRING SPECIALTIES 
INTO EVERY JOB... 


. . . You'll find there's profit 


in it for you and your customers, 
too! 


®@ Ability to do a good job whenever and wherever called 
upon is a feature found in every LATROBE product. This 
characteristic alone enables you to sell LATROBE into 
every job with complete confidence that it will produce 
the expected results . . . and in doing so, bring profits 
to you as well as to your customers. Satisfaction on the 
part of the buyer, too, means repeat business for you. 
Also, you'll find that every LATROBE unit is economical, 
convenient, and safe—added pluses that aid in making 
more LATROBE sales and more LATROBE profits. There's 
a LATROBE floor box or wiring specialty for almost every 
need . . . a letter will bring full details, describing how 
you can best sell LATROBE products into every job! 


Write for Full Information Today 








NO. 470 PIPE OR 
CONDUIT HANGER 


Pipe support can be turned 
freely, permitting pipe to 
run parallel or at right 
angles to beam. Elimi- 
nates drilling or use of 
straps. Takes sizes of '/,"' 
to |" pipe to beams %"' 





thick. a 
NO. 330 LATROBE TOM NO. 284 DUPLEX 
THUMB UTILITY OUTLET RECEPTACLE NOZZLE 
For use in wood installations and other Neat and compact. Available with '/2'' 
locations free from moisture or me- or %"' brass pipe extension. We also 
chanical injury. offer Duplex Telephone Nozzles. 


No. 130 ADJUSTABLE 
WATERTIGHT FLOOR 
BOX 


No. 130 Box with No. 207 Bell 
Nozzle, Cut-away view shows 
how tapered unit receptacle 
fits tapered opening in ad- 
justable ring. Design elimi- 
nates many smal! parts. Cover 














f tte —overall height 
FULLMAN MANUFACTURING CO. 
LATROBE e ° ° PENNA. 














Offers Time Payment 
Plan 


To assist industries and businesses 
in the purchase of needed equipment 
for modernization and expansion, a 
new time payment plan has been made 
available by General Electric Con- 
tracts Corp. The plan, which has 
been launched on a nation-wide basis, 
can be made to meet individual re- 
quirements of almost any concern. 


New Address 


PHILADELPHIA—lIn order to han- 
dle increased business more effec- 
tively, Elenbe Sales Co., manufac- 
turers’ agents of this city, have moved 
their warehouse and offices to 1023 
Cherry St. 


CANADIAN 


NEWS 





Motor Factory 


TORON TO—Ground has been broken 
for a one-story factory building be- 
ing erected by Small Electric Motors, 
Ltd. Factory site occupies one and 
a half acres on Vanderhoof Ave., 
Leaside, near this city. 


Langley Enlarges 


VANCOUVER, B. C. — Langley 
Manufacturing Co., makers of switch 
and panel boards, and allied equip- 
ment, are rearranging their plant and 
building an addition in order to at- 
tain greater production. The new ad- 
dition will be of one story construc- 
tion, measure 50 ft. by 60 it. 


Canadian Retailers 
Hit Wholesale Buying 


Canadian retailers are up against 
one of the problems of our own re- 
tailers—wholesale buying. They are 
trying to do something about it in 
Sritish Columbia, by attempting to 
have legislation passed which will con- 
trol and abolish this trade evil. The 
campaign is being waged by the Re- 
tail Merchants’ Association (B.C. di- 
vision) with the support of chain, de- 
partment, and small retail stores, also 
various trade organizations. 

The proposed legislation which is 
expected to be introduced soon would: 
a) prohibit any wholesaler from car- 
rying on a retail business in the same 
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building as his wholesale operations ; 
b) prohibit the use of the same name 
on a retail store by any wholesaler 
operating such a store; c) prohibit 
selling of merchandise by wholesalers 
to anyone except licensed retailers, 
excepting those agreed to by retailers 
and wholesalers in each classification 
of business concerned; d) _ prohibit 
any retailer from buying at wholesale 
any commodity not sold by him in the 
regular course of business. 


New Building 


VANCOUVER, B. C.—McKenzie, 
White & Dunsmuir Ltd., wholesale 
distributors of this city, are erecting 
a large new building to house their 
radio and electrical divisions. Presi- 
dent John Dunsmuir reports that the 
new structure will be directly across 
the street from present quarters, will 
be located at 635 Burrard Street. 


Selling the Industry 


VANCOUVER—With the advent of 
the fall and winter selling season, the 
Electrical Service League of British 
Columbia has renewed its activities 
on behalf of the local industry. 

To help sell more lighting, a dis- 
play piece has been made available to 
dealers for about $5.00, with the bal- 
ance of the cost being borne by whole- 
salers and manufacturers. This display 
features Adaptor Units. The League 
has recently published some material 
on fluorescent illumination to enlighten 
the general public and the industry 
itself on peculiarities and advantages 
of fluorescents. Also a series of edu- 
cational meetings are being arranged. 

The Adequate Wiring activities are 
gaining results with a growing num- 
ber of builders and architects request- 
ing information and detailed help on 


\/W installations. 





the SGAl that must not Fail! 


A MERRIER CHRISTMAS with 
more attractive decorative lighting is 
the aim of the Decorative Lighting 
Guild of America. The group is 
carrying on an extensive advertising 
program this month to help us sell 
more Christmas lighting. Above is a 
reproduction of a two-page, four color 
ad running in the December 14th 
issue of Liberty magazine. 
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MONARCH 
RENEWABLE FUSES 
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.. . FOR DEPENDABLE 
PROTECTION . . . SIMPLICITY 
OF DESIGN!! 


MACHINE THREADED 
BRASS END CAPS 





MACHINE THREADED 
BRASS INSERTS 


BEST GRADE GRAY- 
HORN FIBRE 
CASINGS 





Manarch 


alt) 200 rust 


MONARCH FUSES. 


i aa 
‘a ESTOWN: 


MON-O-LAG LINKS 


PROVIDE 
INCREASED TIME - 
LAG CHARACTER 


ISTICS 


ie 


KNIFE BLADE 
MEMBERS 
ASSEMBLED TO 
STURDY FIBRE 
BAR 


MONARCH FUSES ARE LISTED AS STANDARD BY 
UNDERWRITERS LABORATORIES WITH LABEL SERVICE 
TO 600 AMP, 250 AND 600 VOLTS. MONARCH FUSES 
COMPLY WITH FEDERAL SPECIFICATIONS W. F. 803. 


\ 
MONARCH FUSE CoO., INC. 


1909 ESTABLISHED 1909 


JAMESTOWN . 


NEW YORK 


























TROUBLES 


AND ASK FOR OUR 
BULLETIN 400 
TO SEE WHY 


Se 


CHASE-SHAWMUT COMPANY 
NEWBURYPORT, MASSACHUSETTS 
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APPRO 


VED 


(Nov. I—Nov. 4) 


R. E. A. ALLOTMENTS 


Christmas Displays 


As a reminder to hurried shoppers 
that electrical products make fine 
Christmas presents, manufacturers are 





Mem- introducing displays as a means for 
Town Miles bers Amount doing that display-reminder job. 

ALABAMA = Bond is making available a ver- 
afayette - 3 .... $240, a tune “hric = _— nat 

ARIZONA tical type Christmas presentation 
Willcox x =a 165,000 which contains eleven of its flash- 

ARKANSAS lights. Standing 54 in. tall, its base 
Fayetteville ......180.....576. ... 168,000 eR “thi , : 

COLORADO measures 14 in. by 18 in. Near the 
City of Brighton..151.....305..... 130,000 top is space for displaying bulbs and 
Delta a ee ee 86,000 batterie . 

Gunnison ........110.....531.....115,000 BEEETICS. , 
Steamboat Spr'gs.!85.....373.....152,000 Another flashlight and battery man- 

GEORGIA ceeds) Wiladeiaens “Mian A 
—_iia = = ufacturer, Burgess Battery Co., ha: 
Alamo ........ OR Steere 97.000 introduced some colorful holiday mate- 
ae ra e —_ a +00 rial, the main piece being a large 
Marietta .... ee Rew 80,000 cardboard display featuring good old 
Metter ...... 153 oe 68,000 : 2. ALES da cad 
Cieeneston 80... 316... ...69'000 St. Nick. Burgess also has special 

INDIANA Christmas combinations. 

a arenes — © a __ Swartzbaugh has wrapped its 1941 
Sellersburg .......59.....180......54,000 deluxe roaster and cabinet ensemble 

IOWA it ane, bound by ; “O° 
la le 135,000 in cellophane, ound by a large red 

KENTUCKY cellophane bow. This company is also 
OOS eee ok ee 35,000 making available an attractive holi- 
Mayfield ..........97.....375 95,000 i Mica cane 
Nicholasville 35 127......32,000 day display Card. 

West Liberty 140 545 137,000 

LOUISIANA 
Franklinton ......12I 336 87,000 . 

MINNESOTA L & H App t t 
Baudette ... ee 196,000 O10 men 5 
Farmington 42 . 85 32,000 rs Ane 2 : —— 
Halstad 133. 242 97000 Several newcomers have joined 
Internationa! Falls.119 376 107,000 > executive - “tj staff of 
oe 424.206. 185'000 the executive production taff of A. J. 

MISSOURI Lindemann & Hoverson Co., Milwau- 
Bourbon .. 325....1,021.....295,000 kee. H. J. Berman, formerly with 
Hayti mi eR. 100,000 oe . 
Lancaster 201.....543 135,000 Hotpoint, is now works manager. H. 
Macon 130 333 118,000 > snchow _ 2s gener: c re 
«gS 260.764... 232'000 I . Muenchow become: general uper 
Neosho 185.....473 . 151,000 intendent. He was with A. O. Smith 

| 38 15 . ‘ 

— ” 208 20°00 Corp. Paul Gerdes heads the enamel- 

NEW HAMPSHIRE ing department. He hails from the 
Plymouth 336 — 412,000 Cleveland (Tenn.) Enamel Products 

OHIO . : * , ' 
Piqua . oe ee 96,000 Co. Fred Kimes, former superinten- 

OKLAHOMA . 144.000 dent of the Prentiss-Wabers Co., has 

186.....648 ....144, ; ‘ ; 
Stillwater 162 ,.432 ... 122,000 charge of the sheet metal and welding 
PENNSYLVANIA division. 
Mansfield . 102... ..397 117,000 

TEXAS 
Quitman .. 124.....425... ...54,000 > 

Ree Mice St T 
Blackstone ee: ee! ice a N) On Our 
Millboro 212.. .1,101 ....275,000 si . 

WASHINGTON With over thirty companies and as- 
ee 7 Lo yo sociations scheduling the Modern Kit- 

WISCONSIN chen Bureau’s Alice in Electric Won- 
Lancaster 69 54 50,000 derland show for fall promotion of 

Total .. 6,729... 19,298...$5,648,000 electric ranges, the Looking-Glass girl 
s ReeCrATCAL 4 
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“Jones dotes upon making dramatic entrances!’ 
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CREDIT MANAGER for Barrett 
Electrical Supply Co., St. Louis. In 
addition to being a credit man, Victor 
B. Dobrunz has also had considerable 
sales experience which will come in 
handy in his new work. Mr. Dobrunz 
hails from La Crosse, Wis., graduated 
in electrical engineering from U. of 
Wis. 








continues to demonstrate the advan- 
tages of electric cookery. 

Shows were put on in October at 
five local theatres by the North Cen- 
tral Associated Electrical Industries 
of Minneapolis. The cast was ob- 
tained and trained by the Dramatics 
Department of the University of Min- 
nesota and staged under the direction | 
of A. H. Kessler, promotion manager | 
of the Minneapolis association. Dor- | 
othy Brown, of the home service de- | 
partment of the Northern States | 
Power Co. demonstrated the electric | 
range and prepared the Wonder Meal. | 


Distribute Radios | 


NEW YORK—Appointed metropoli- 
tan distributor for Sentinel Radio 
Corp., General Electric Supply is 
working out an aggressive promotion 
campaign on behalf of local dealers. 
The line includes electric and battery 
sets, combinations, home recorders and 
portables. F-M sets will be available 


soon, 


Appliance Teas 


CHICAGO—Second of a series of 
program-teas sponsored by the Wom- 
en’s Division of the Electric Asso- 
ciation at the Chicago Lighting 
Institute Auditorium, carried the 
story of electric living to local home- 
makers and club women on Novem- 
ber 12. 

A demonstration was concentrated 
on new items in traffic appliances, with 
a display table set up in the rear of 
the auditorium to show various new 
appliances brought out by electrical 
manufacturers. 





No Open Seams!... 


with the NEW sriccet metHop 
CONNECTOR 





All connectors are finished and smooth with 
lap seam construction. 





A LARGER SHOULDER completely closes 
the knock-out hole in the box. 


A NEW, IMPROVED BONDING-TYPE LOCK 
NUT locks tighter than ever. 


FINE SHEET STEEL CONSTRUCTION makes 
connectors even stronger, neater and more 
durable. The inbuilt tensile strength of this 
sheet steel prevents tube end splits. 





B-M LOW PRICES 
MAKE THESE FITTINGS PRACTICAL 
FOR EVERY SIZE JOB! 


\/,"" size now available, other sizes ready soon. Pee Pending 


Approved by Underwriters Laboratories 
Distributed By: 


The M. B. Austin Co. 
Chicago, IL 


Clifton Conduit Co. 
Jersey City, N. J. 


National Enameling & Mfg. Co. 
Pittsburgh, Pa 


The Steelduct Co. 
Youngstown, Ohio 


Triangle Conduit & Cable Co. 
Elmhurst, New York City 


Enameled Metals Co. 
Pittsburgh, Pa 


General Electric Co. 
Bridgeport, Conn. 


Clayton Mark & Co. 
Evanston, Ill. 


BRIEGEL METHOD TOOL CO., Galva, Illinois 












Pressure 
Type 





Patent No. 2195154 
New Daylight Illumination 


Catalog Nos. NOT JUST ANOTHER FLUORESCENT 


1952 to 1974 FIXTURE 
DIFFUSOLIERS definitely solve the problem 
Each lug fits several wire sizes. Full line of light distribution at maximum efficiency, 


Ceilings are lighted to a degree approximating 
the intensity of the light source resulting in 
ideal diffusion. 

Write today for bulletin W and discounts. 


DIFFUSOLIER COMPANY * GREENSBURG, PA. 
* 


Furnished in eight lamp (shown above) 
and four lamp units. Adjustable con- 
cealed chain. Attractive finishes, satin 
black, silver spray, satin white, gold and 
pearlescent. Overall length 36”. 


ranges from No. 1 to 2,000,000 C.M. Catalog 
No. 3LC shows this and a full line of Solder- 
less Lugs and Connectors of all types. 


DELIVERY FROM STOCK 








KRUEGER 
ye! K&H 


1s hbb0) 00) 8M Solderless 
ctnchanane CONNECTORS 





CINCINNATI, 
OHIO 
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The MOST COMPLETE — 


LINE OF ] 


4 
4 


THOUSANDS 
of patterns — 
find 
the exact lug 


you can 


you want. 


Penn- Union 
E-Z Lugs take 
a wide range 


of conductor 
Only 5 sizes of lugs for wire and 
6 to 1,000,000 CM. 
positive. 


sizes. 
cable from No. 
locking; 


Self- 


Re-used over and over. 


OUICa, 
SIMPLE IN- 
S TALLA- 
TION with 
the popular 
Penn - Union 
VI-TITE lug. 
Vise-like action gives a sure grip. Made 
in a wide range of sizes. 





Fully approved Soldering Lugs, 


pressed from pure seamless cop- 
per tubing, and annealed. Also 
cast Heavy-Duty Soldering 
Terminals—and shrink fit 
lugs for copper tubing ‘ 

CLAMP TYPE c ” 
terminals in wid- 
est variety me aati 
Straight or angke, . = 
for cable or tub- 7 2." 
ing, with any . &. aa 
desired contact = = 
tongue. 







SCREW TYPE Sold- 
erless, easy to use and 
universally popular, es- 
pecially in the small 
sizes. For both solid 
and stranded wires. 


MULTIPLE 
CABLE termin- 
als. We can fur- 
nish any style 
lug for two or 
more conduc- 
tors. 





SLEEVE TYPE 
terminals, with 
split contact 

sleeves, preferred 
by many large 
Made in 

types. 


See the Penn-Union Catalog 
for any kind of Terminal Lug 
— carefully made, thoroughly 
tested, Dependable. 

Also the most complete line 
of Cable Taps, Service Connec- 
tors, Ground Clamps, Two-Ways, 
Tees, etc. 


Sold by Leading Jobbers 
Write for Catalog 


PENN-UNION 
ELECTRIC CORPORATION 
ERIE, PA. 





Conductor Fittings 
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LAUNDRY EQUIPMENT is 
specialty of Paul Horn who covers 
several of the eastern states for ABC. 
When picture was snapped he was in 
showroom of M. A. Hartley & Co., 


the 


Gettysburg, Pa., 
territory. 


his distributor in that 


Proctor Display Helps 
Wholesalers and Dealer 


An effective display showing Proc- 


tor’s line of automatic irons high- 
lights the Never Lift iron, shows the 
other three irons, provides action in 
the form of an illuminated moving 
message. Trade name, _ wattage, 
weight and price of each iron is 
shown. 


G. E. Profits Up 


During the 
vear, General 
profit of $37 
for estimated 


first nine months of this 

Electric Co. showed a 
094,776 after provision 
federal income and ex 
profits taxes. The profit is 48 
per cent greater than last year’s $25,- 
022,631 for the period. Net 
sales for the nine months amounted 
to $287,249,930 which is an increase 
yf 32 per cent over 1939. 


cess 


saine 


No. 12 Required 


A long step forward towards wir- 
ing adequacy is the Wisconsin elec 
trical code which requires that No. 12 
wire be installed to supply current for 
outlets in the kitchen, dining room and 
other rooms where motors and appli 
ances are plugged in. The code 
provides that each circuit must 
15-ampere protection. 


also 
have 








Howard Peterson 


of Denver, Colo., 
is the new sales agent for Weston 
Electrical Instrument Corp. in Colo., 
southeastern Idaho, Mont., N. M., 
Utah, and Wyoming. 


Formerly sales development man 
ager of Westinghouse in Philadelphia, 
Jesse H. Linde was recently promoted 
to assistant manager of the merchan 
dise advertising and sales promotion 
department of the Westinghouse mer- 
chandising division, Mansfield, Ohio. 


Coming from the New York World’s 
Fair where she demonstrated at the 
electrical farm, Mrs. Jeanette R. Poey 
has just joined Manning, Bowman & 
Co. Mrs. Poey directs consumer edu 
cation and works with distributors, 
power companies, and dealers in pro- 
moting electrical appliances. 


Mrs. Esther Lessner Raduzinger 
and Miss Helen Sullivan have joined 
Proctor Electric Co.’s staff of demon 


strators. Mrs. Raduzinger is located 
at Wheeling, W. Va., Miss Sullivan 
at Chicago 

James Flanigan, formerly with the 


Edison General Electric Appliance Co., 
Chicago, is now covering the Arrow 
head country as sales representative 
for G. E. Supply Corp., Duluth, Minn. 


Theodore C. Cieslak, formerly man- 
ager of General Electric kitchen plan 
ning activities at Nela Park, is now 
northwestern representative of the G-E 
Home Bureau, with headquarters at 
Seattle, Wash. Newly appointed to 
work out of Home Bureau headquar 


ters are R. J. Mowry, former vice-presi 
Hart Co., 


dent of Alfred L. 


and M. B. 





7”, 


SERVICE DEPARTMENT of Elec- 
trical Supply Co., New Orleans, 1s 
now managed by Herman Neugass, 
who started with the wholesale house 
four years ago as a stockman. Inter- 
esting bit of background on Neugass 
is that while in college days at Tulane 
University he tied World’s Record 
for hundred yard dash in 94. 
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TORPEDO BOATS, PT3 and PT4, new members of the “Mosquito Fleet”, 
are equipped with Ilg direct-connected blowers to vitalize the air for the 
crew of eight and remove odors, cooking fumes, etc. The boats will be part 
of an experimental fleet for development of torpedo boats and submarine 


chasers. 

















Connolly, previously G-E district ap- 
pliance sales manager at Boston. 


L. G. Atkinson, for several years with 
the Switchgear Division, Westinghouse 
Elec. & Mfg. Co., E. Pittsburgh, has 
recently been appointed sales manager 
of small De-ion circuit breakers in the 
Circuit Breaker Sales Dept. there. 


Harry L. Williamson has joined the 
Locke Insulator Corp., Baltimore, Md.., 
as sales promotion manager. He had 
been assistant manager of cable sales 
for General Electric. 


MORE FACTS 


ON PRODUCTS 





Catalog—Industrial 
piled by Ohmite Mfg. Co., Chicago, 
Ill., includes related information on 
functions and applications of resistors, 
rheostats, and tap switches, as well as 
statistical data and illustrations 


catalog 40, com- 


Fluorescent—ParCo Lighting Equip- 
ment Co., New York, N. Y., issue 
catalog No. 41, illustrating and detail 
ing fluorescent lighting equipment for 
industrial, commercial, and residential 
use, 


Fluorescent Ballasts—Chicago Trans- 
former Corp., Chicago, recently issued 
a four-page catalogue folder dealing 
with their line of fluorescent lamp bal 
lasts for use with replaceable starting 
switches, and including a statistical 
chart, wiring diagrams and _ installa- 
tion directions. 


Lighting—Both fluorescent and incan- 
descent lighting and equipment are il- 
lustrated and described in 32-page 
catalog No. 11 released by Kent Metal 
Mfg. Co., Inc., Brooklyn, N. Y. 


Mercury Switches—Almo Manufactur- 
ing Co., 473 Washington St., Newark, 
N. J., recently issued a leaflet describ- 
ing and illustrating mercury switches, 
excitor lamps, and fluorescent starter 
switches. 


Photo-Electric Relay—Seven-page il- 
lustrated booklet describing general 
purpose photo-electric relay for opera- 
tion on 115 volts indoor service, has 
been released by Westinghouse Elec. 
& Mfg. Co., E. Pittsburgh. Descrip 
tions of features, operating distances, 
application data and charts, prices and 
complete dimensions are included. 


Switches—September-October issue of 
the Delta-Star, house organ of the 
Delta-Star Elec. Co., 2400 Block, Ful- 
ton St., Chicago, presents line of 
PMB-236 single horizontal break 
switches with illustrations, general in- 
formation, applications, catalog num- 
bers, dimensions, operating 
isms. 


mechan- 


Time Switches — Recently published 
eight-page booklet of Reliance 
matic Lighting Co., Racine, Wis., gives 
detailed descriptions and illustrations 
of automatic time switches, includes 
statistical data and a selector chart. 


Transformers—Descriptions,  illustra- 
tions, lamination data and mounting 
dimensions compose four-page catalog 
folder on larger capacity transformers 
released by Chicago Transformer 
Corp., Chicago 


Transformers—Il.uminous tube trans 
formers for indoor and outdoor use 
are illustrated and detailed in Bulleti 
402-LT by Jefferson Electric Co., 
Bellwood, Il. 


Wall Chart—Illustrated 
chart for expansion bolts and 
anchors compiled by The Rawlplug 
Co., Inc., 98 Lafayette St., New York, 
gives tables for wood and lag screws, 
machine bolts and machine screws, 
specifies proper size anchor and hole 
to be used in each case. Chart meas 
ures 15 in. by 20 in. 


dimensional 


Wiring Devices—Recent issue of the 


Wiring Device News, published by 
The Bryant Electric Co., Bridgeport, 
contains illustrated application data 


on Bryant wising devices, lists indus- 
trial features. 
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* MODERN 


* HIGH QUALITY 
* WIDELY USED 
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It Pays to Stock 
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STANDARD TUBES 


In sizes 1/2 to 48 in- 
ches long, 5/16 to 3 
inch diameter in fol- 
lowin f 
glazed, glazed, split, 
floor, split floor, head- 


Contractors and Architects use Illinois 
Porcelain extensively because they find 
it pays to use these modern, well-fin- 
ished, good-appearing products that 
are exact as to dimensions, that are 
easy to install, and that are made for 
permanence. 

An iron-clad Wholesalers’ policy pro- 
tects you. Keep a large stock of IlIli- 
nois Porcelain and build your Knob, 
Tube, and Cleat 
sales. Each carries 
the Underwriters’ 
Laboratories label. 





ss CLEATS 

Standard one, two, 

and three wire 
types. 
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KNOBS 


types: un- 
coated—nail 


Cement 
—genuine leather 


less, curved en washer—code stand- 
crossover split, and ard. They don’t chip 
crossover. Diameters when driven in and 
all uniform both in- they do stay in place 


side and outside. and have a firm grip 


ILLINOIS 


ELECTRIC PORCELAIN CO. 
Macomb Ilinois 


LLINOIS 





. . « FOR TOP QUALITY 
AND Exact DIMENSIONS 
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FAST 
SELLING 


NEW Item 


Contractor Customers 


WASHERS 
PATENT PEROING 


Stock ADJUSTO WASHERS 





A NEW item that ''sells itself’, the Adjusto 
Washer should be stocked by every wholesaler 
that sells to contractors. 

With this engineered device, the contractor 
can QUICKLY and EASILY mount all types of 
switches or receptacles in the exact position 
desired. 

Adjusto Washers keep the switch straight 
and rigid—the washer ‘‘locks'' all the way 
down, for the metal provides strong tension 
for any degree of bending. 

Help contractors speed up their work with 
this easy-to-sell time-saver. It will mean steady 
“repeat'' business for you! 

Sold only through wholesalers. List price 35 
cents per 100. Packed 5000 to a carton. 
Territories open! Write TODAY for full information. 


AMCO MFG. CO. 


2526 San Fernando Road Los Angeles, Calif. 











FL SCO 


SOLDERLESS CONNECTORS 


HAVE YOU TRIED 






The New Ilsco Lugs? 





BUILT FOR OVERLOADS! 


The new design — as 
passed by the Underwrit- 
ers’ Laboratories May 1, 
1940. 


Write for Samples today, 


—Along with the New 
Catalog. 


sean No Obligation..... 


ILSCO COPPER TUBE 
AND PRODUCTS, inc. 


5629 MADISON ROAD —--- CIN., O. 
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NOW YOU CAN 
SODER ALUMINUM 


permanently 
WITH 





ALLEN ALUMINUM Soder 


Comes in bar and wire 
form—no flux needed 


@ Send your letterhead 
for FREE sample 





6701 BRYN MAWR AVE. 
CHICAGO, ILLINOIS 











‘SAVE YOURSELF TROUBLE 


In replacing broken sockets in Fluorescent Fix- 

tures use the ALDEN RoToloK Socket. Users 

can’t go wrong in using them. Impossible to get 

prongs behind contacts or set up wedging strains 

that generally break other makes of sockets. 
hen ordering new fixtures specify 


Roiloloks 


Patents Pending 
Molded end of socket guides 
lamp prongs into the one simple 
opening—then the natural ob- 
vious twist locks the lamp in 
place. A reverse twist and the 
ejector latch gently raises 
lamp out of socket and 
locks rotor ready for next 
insertion—a feature espe- 
cially desirable in showcase 
and out-of-sight fixtures. 

for complete story. 


ALDEN PRODUCTS CO. 
. 720 Center Street, BROCKTON, MASS. J 


















A New Phone 





Available in 8, 4, 1 and 0 button 
sizes. Quality that speaks for itself 


S. H. COUCH COMPANY, INC. 


NORTH QUINCY, MASS. 

















SUPERIOR 
NAIL KNOBS 


Approved by National 
Board of Fire Underwrit- 
ers. Real leather head 
washer; extra heavy cap; 
positive grip wireways; 
new Jode base; _ stee 
spring washer; and 12d 
cement coated nail. 


SEND NOW for newest 


literature including low 
price lists. 


SUPERIOR PORCELAIN CO. 


Box 669 Parkersburg, W. Va. 
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